








FRIDAY, DECEMBER 24, 1937 


ORGANIZING YOUR SELLING 


PLAN ... EASY TO OPERATE, SIMPLE AND INEXPENSIVE, YET COM- 
PLETE ENOUGH FOR EVEN THE MOST SYSTEMATIC UNDERWRITER. 


THE D.L.B. AGENT’S LEDGER 


THE D.L.B. AGENT'S LEDGER WAS DESIGNED PRIMARILY TO HELP SUPERVISORS, MANAGERS 
AND AGENTS TO ORGANIZE SELLING EFFORT AND SUPERVISE WORK, FOR EXAMPLE — 
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1. The Ledger automatically gives the Agent a picture of where 
his most profitable business comes from and also shows him 
where effort is being spent without profit. 


2. It enables an Agent to plan ahead and to see from week to 
week how his plans are working. 


3. After keeping this simple record for one month only, the 
Agent will know the amount of time spent on profitable 
prospects (Age-Changes, Referred Leads, Mutual Friends, 
et al.) ; how far he progressed in each interview, and if sales 
are not made—why. 


4. The Ledger constantly prods an Agent to do the things he 
must do to make the money he wants. 


5. The Ledger greatly simplifies the work of a Supervisor or 
Manager. With four completed Weekly sheets of an Agent 
before him, he can tell quickly just what the Agent is doing, 
whether he is working on the right type of prospects, where 
his sales difficulties are, and where he is spending time and 
effort unprofitably. 


A Manager who will spend thirty minutes a week or one hour a 
month in conference with an Agent who keeps this Ledger, will 
find that he has all the facts necessary for a definite, productive 
coaching interview. Or, an Agent can review his Ledger by 
himself any time he cares to do so and discover for himself his 
own weaknesses and accomplishments. 


The complete Ledger, containing all the forms for a full year, 
consists of the following: 


1—3-ring binder to hold 8144x11” sheets. 
3—Index tabs; “Day and Week,” “Month,” “Year.” 
52—Day and Week sheets. 
12—Monthly Prospect Inventory sheets. 
12—Monthly Business and Commission Record sheets. 
1—Friends with Influence sheet. 
1—Yearly Business Graph sheet. 
1—Personal and Business Budget sheet. 


PRICES 


© IE CIID 565s ids scivcctinrirrccancccioncteenea $3.00 
3 Ledgers complete, each.......................:ccscsccrcreeeseees 2.85 
10 Ledgers complete, each. ...................cccccceceseeeeeteeeees 2.75 
25 Ledgers complete, each. ..................:::cccccceceeeeeeeeeees 2.60 





The DIAMOND LIFE BULLETINS, 
420 E. Fourth St., Cincinnati, O. 


Please send me sets of the D. L. B. Agent’s Ledger at 





$ each. It is understood that I may return these sets within 





ten days for full credit if I am not entirely satisfied. 


[] Check enclosed (0 Charge my account 
NAME TITLE 
COMPANY 











ADDRESS 
CITY. STATE 
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You Are Losing Money |- 


IF YOU DO NOT HAVE A SIMPLE, EFFECTIVE METHOD OF 
ACTIVITIES. HERE IS THE LATEST 
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Actuaries Divided 
on Pink’s Plan 
for Policy Loans 





Some Call it Fair Com- 
promise; Others See Trouble 
When Rate is Raised 





NEW YORK.—While some actuaries 
think that Superintendent Pink’s pro- 
posal for a sliding scale policy loan rate 
ranging from 4% to 6 percent is a fair 
compromise with the public demand for 
lower rates, others see several difficul- 
ties in the way of successful operation 
of the plan. Actuaries in the latter camp 
feel that the uncertainties of operating 
with a flexible interest rate are such that 
it would be preferable to reduce the rate 
on new policies to a definite figure, fixed 
by the contract and not subject to 
change. Some would prefer a fixed rate 
of 5 percent even though this is lower 
than the average between 44 percent 
and 6 percent. 

One of the principal troubles foreseen 
in connection with the sliding scale is 
that of extraterritorial jurisdiction. The 
New York department has always held 
that companies licensed in this state 
must not only conform to New York’s 
laws and regulations on their New York 
business but must observe the same rules 
everywhere they do business. | While 
there are exceptions to this policy, they 
are not important. 


Not Popular Everywhere 


Some states are not any too fond of 
New York’s in effect legislating for com- 
panies domiciled in other states. There 
has been comparatively little trouble, 
however, as the laws or departmental 
edicts which the non-state carriers had 
to follow along with the New York com- 
panies are a known quantity. They do 
not have much effect on existing policy- 
holders for, except in rare emergencies 
like the policy loan moratorium of 1933, 
no law or edict can go behind the policy 
contracts. 

Presumably there would be no trouble 
as long as conditions were such that pol- 
icy loan rates would be at the lower 
end of the scale. Nobody is going to ob- 
ject to having his policy loan interest 
rate cut. However, those who forsee 
trouble point out that under the super- 
intendent’s formula the current interest 
rates on policy loans under present con- 
ditions would be the lowest contem- 
plated, namely, 434 percent. The only 
Possible revision would be upward. It is 
feared that when the policyholders of 
other states having insurance with com- 
panies domiciled in their states but ad- 
mitted to do business in New York 
learn that their policy loan interest is 
being boosted because the New York in- 
surance department says that it should 
be, there will be loud wails and much 
Pressure brought on the insurance de- 
partments of such states and every effort 
made to halt the New York superinten- 
dent in what will probably be misinter- 
Preted as an entirely arbitrary action. 

(CONTINUED ON PAGE 9) 





Blacker Picture of What’s 
Ahead Sells Timid Tycoons 





NEW YORK —Too often do Roose- 
velt-hating business men throw well- 
oiled life insurance presentations clear 
off the track by launching into a tirade 
against the New Deal and all its works. 
John Morrell, Equitable Society, Chi- 
cago, appears to have the answer to such 
tycoons. He grabs the crying towel be- 
fore the prospect can even get his hands 
on it. He draws more doleful pictures 
of what’s to come than the prospect had 
thought of even in his most pessimistic 
moments. He tells the man that not 
only is the tax load going to get heavier 
but that a capital tax is on the way, that 
what New Dealers are going to do is to 
balance the budget by taking a slice of 
what everybody has and then starting to 
spend all over again. 

Life insurance, he points out to these 
prospects, is the surest hedge against the 
effects of heavier taxes and he implies 
that John Morrell is the man who should 
help Mr. Prospect solve his problems. 
How he does it, he related to the New 
York City Life Underwriters Assccia- 
tion at its December meeting. 


N. Y. Association Liked It 


The New York audience, which has 
probably been hit as hard as anybody by 
the fears of the Roosevelt-haters, obvi- 
ously relished Mr. Morrell’s handling of 
his subject. His fluency, deftness and 
thorough knowledge of his subject won 
their admiration. 

A succession of crescendos, Mr. Mor- 
rell’s address would have keyed his au- 
dience up to too great a tension if it 
had not been for his skill in suddenly 
dropping to earth every now and then 
with a salty phrase in direct contrast to 
the almost holy fervor with which he had 
been working up to his climax. For ex- 
ample, the prospect, bedazzled as were 
the New York agents by Mr. Morrell’s 
powerful eloquence, may say, “Aw, hell, 
I can’t understand all that, you take 
these policies and figure out what I 
ought*to do.” 


Capital Tax is Clincher 


The burden of Mr. Morrell’s sales talk 
is that with heavier taxes surely on the 
way, the business man’s only salvation 
is to put his assets into what the speaker 
termed the several “pockets” available 
through life insurance and trust arrange- 
ments, business insurance, life insurance 
settlement options, utilization of the gift 
tax privilege in buying life insurance and 
the like. The trump card is the chance 
of a capital tax, which Mr. Morrell re- 
gards as no chance at all but practically 
a certainty. 

In support of this view Mr. Morrell 
cites the listing of “net worth” recently 
required by the commissioner of internal 
revenue where taxpayers have annual in- 
comes of $100,000 or more. This “net 
worth” statement must give information 
as to all their assets, including property 
not taxable and from which no income 
is derived. 

Anyone having forebodings of a capi- 
tal tax such as has been imposed in 
Italy, for example, would have no trou- 
ble in seeing some pretty ominous impli- 
cations in the following paragraph from 





the letter sent out with the question- 
naire from the internal revenue bureau: 

“The attached form has been prepared 
for the purpose of assisting internal rev- 
enue agents in charge of obtaining cer- 
tain desired information with respect to 
individual taxpayers having a net income 
of $100,000 or over for 1936 and subse- 
quent years.” 

Just why do internal revenue agents 
seek “certain desired information?” And 
why are they so interested in taxpayers 
having an income of $100,000 or over? 





JOHN MORRELL 


Mr. Morrell takes this move on the gov- 
ernment’s part as a sure indication that 
a capital tax is up the New Deal’s sleeve. 
By the time he gets through talking with 
the average business man who would be 
affected by such a tax, the man thinks 
so too. 


Qualify Self, Not Prospect 


Mr. Morrell emphasized that it is a 
great deal more important for the agent 
to qualify himself in the eyes of the 
prospect than it is to qualify the pros- 
pect. From an agent’s point of view the 
important thing is not whether a busi- 
ness man is worried about problems 
which might be solved through life in- 
surance but whether that prospect “is 
going to select me to help him solve 
those problems.” 

(CONTINUED ON PAGE 9) 








A. L. C. Annual Meeting to 
Be in Chicago, Oct. 10-13 


The 38rd annual meeting of the 
American Life Convention next 
year will be held Oct. 10-13 in the 
Edgewater Beach Hotel, Chicago, 
where the gathering was held in 
1937. The arrangements were ap- 
proved by the executive commit- 
tee. 














Market Vagaries 
Will Show Little 
in Annual Reports 





Non-Amortizable Bonds So 
Low Last Year That Slump 
Had Scant Effect 





NEW YORK—The recent slump in 
the stock and bond markets should have 
little effect on life company annual 
statements, it now appears. Companies 
licensed in New York state have rela- 
tively trifling amounts of common stock 
and the bonds which they hold which 
are not subject to amortization were 
down so low at the end of last year that 
the recession has not done much to 
them. 

In addition life companies have been 
fortunate in that very few of their bonds 
have gone into default this year and 
must be carried at market values instead 
of on the amortized basis. The big ex- 
ception to this is the New York, New 
Haven & Hartford railroad. 

To be carried on the amortized basis, 
bonds must not only be free from de- 
fault but must also be amply secured, 
as evidenced by their ratings in one of 
the four standard rating services, 
‘Moody’s, Fitch, Standard Statistics or 
Poor’s. As it works out in actual prac- 
tice, nearly all bonds not in default can 
show a high enough rating in one of 
the four services to meet the “amply 
secured” requirements. 

While high grade corporate bonds 
followed stocks down to a certain ex- 
tent in the slump, they are now back 
within one or one and one-half points 
of the all time high which was reached 
in 1936. Even the upper range of sec- 
ond-grade bonds like Central New York 
Power, which went quite low in the 
break, are now back to around 102 to 
102%, having bounded up with the top 
grade bonds. 

_ The only trouble with the bond reces- 
sion, from the life companies’ point of 
view was that it didn’t last long enough 
for them to pick up more good bonds 
than they did. 

Preferred stocks are mostly higher 
than book value and it is considered 
likely that there will be more of a ten- 
dency in the future for high grade pre- 
ferred stocks quotations to follow the 
bond market more closely than the stock 
market, while lower grade preferred 
stocks will continue to follow the stock 
market. It is also probable that lower 
grade bonds will follow the stock mar- 
ket more closely than they do the high 
grade bonds market. 


Plans of Special Committee 


A. N. Guertin, actuary New Jersey in- 
surance department, who is chairman of 
the special committee of the National 
Association of Insurance Commissioners 
to study the needs for a new mortality 
table and related topics, states the com- 
mittee will not hold public meetings for 
some time but will have a report ready 








for the annual meeting at Quebec. 
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Simplifying 


Settlements 


Companies Which Have Tried to Curb Complicated Agreements 
Get Surprisingly Few Objections From Their Policyholders 





NEW YORK—Complicated  settle- 
ment options extending even through 
to the third and fourth generation, 
which have been causing actuaries some 
concern because of the possible lengthy 
periods over which companies guaran- 
tee a rate of 8 or 3% percent, may be 
considerably reduced by home office 
pressure without competitive disadvan- 
tages some companies have found. 

One company, for example, which 
used to get a great many requests for 
long and detailed modes of settlement, 
has been able to restrict these cases 
greatly since it started making a defi- 
nite effort in that direction. It is usu- 
ally found that the insured has no real 
interest in making specific provision for 
his future great grandchildren, if any. 
Often the idea of tieing up his life in- 
surance proceeds has been suggested to 
him by an over-zealous agent or more 
likely by a lawyer. Frequently the only 
thing the insured has in mind in ask- 
ing for this setup is to keep the pro- 
ceeds from going to his wife’s relatives. 


Proceeds to Great-Grandchildren 


For example, if at the death of the 
last of the assured’s children, there are 
no grandchildren but there are great- 
grandchildren, the insurance proceeds 
would normally go to the wife’s estate 
if she were not living. To avoid the 
possibility, however remote, that his 
wife’s relatives rather than his direct 
descendants would come into possession 
of the final residuum of his insurance, 
the insured must have a complicated 
document. Though the basic idea can 
usually be set forth in fairly simple lan- 
guage, the mass of legal phraseology 
which is necessary in order to make the 





document stand up in case of a possible 
court action is usually incomprehensible 
to the insured and cases have been 
known where the prospect turned down 
the insurance because of the complexity 
of the proposed settlement option, and 
then accepted it when a simpler one 
was substituted. 

Usually all that the insured is inter- 
ested in is providing for his dependents 
who are now living, without attempting 
to conserve the proceeds after their 
death. 


Standardize on Forms 


The optional mode of settlement in 
the policy provides for only one mode 
of settlement to one beneficiary. Any- 
thing more complicated than this re- 
quires a special agreement, but certain 
types of agreements are so common 
that it is possible to standardize on 
less than 100 forms. The variations 
possible are more numerous than this 
might indicate, as any of them may 
have added to them certain “privileges” 
such as drawing part of the principal 
Or surrexdering all the principal and 
getting the commuted value of the in- 
stallments, It may also be permitted 
the benciiciary to change from one op- 
tion to another at any time or at a 
specified age or before a certain age. 
The great majority of all settlement op- 
tions are either on these standardized 
forms or on the options as written in 
the policy. 

Life companies have considerably less 
latitude in administering proceeds than 
have trust companies, but there is still 
a wide variety of possibilities. The com- 
mon law limit is “lives in being plus 21 
years.” This means that a company 


may agree to pay interest, for example, 
to all the named beneficiaries living at 
the assured’s death, and for 21 years 
thereafter. The usual company prac- 
tice is to follow this rule where no state 
law modifies it. In New York state, 
for example, the companies are limited 
to two lives in being. In other words, 
an assured could have his insurance pay 
an income to his wife and daughter 
until both had died, after which the 
proceeds would have to be distributed. 
In another section of the New York 
law there is a provision about paying 
income during a minority, and some life 
companies will write an agreement pro- 
viding for payment in New York dur- 
ing two lives in being plus a minority. 
For example, where this is done, a com- 
pany would pay income to a man’s wife, 
to his daughter at the widow’s death, 
and to a grandchild of the insured until 
he reached his majority. 


Differ on “Unnamed” Children 


Another point where companies dif- 
fer is the specifying of “unnamed” chil- 
dren, which includes of course, unborn 
children. Some companies will allow 
the beneficiary to elect a change from 
the interest option to the installment 
option on evidence of attendance at col- 
lege. A certificate from the college 
must be presented. Some will go even 
further and permit the change as soon 
as the student is registered, thus enab- 
ling payment of the first tuition fee out 
of the insurance. A company may al- 
low the termination of a_ settlement 
agreement dnd the remarriage of the 
beneficiary, the effect of remarriage be- 
ing the same as if the beneficiary had 
died, with the principal going on to 
the next beneficiary in the line of suc- 
cession. 

In these cases, it is up to the inter- 
ested parties to supply the company 
with adequate evidence, as the company 
is under no obligation to do anything 
until it gets this evidence, and is not 
liable for past payments made to the 
remarried beneficiary before evidence of 





marriage was brought to its attention. 





Three Connecticut Mutual Promotions 








H. N. CHANDLER 


HARTFORD—The advancement of 
Harold N. Chandler, Leslie R. Martin 
and William P. Barber, Jr., is announced 
by the Connecticut Mutual. Mr. Chand- 
ler was advanced to second vice-nresi- 
dent; Mr. Martin to second vice-presi- 
dent and associate actuary; and Mr. 
Barber to secretary. These three men 
have spent their entire business careers 
with Connecticut Mutual, and have 
played important parts in the company’s 
development during the past quarter 
century. 

Mr. Chandler became associated with 
Connecticut Mutual in 1909, after gradu- 
ating from Trinity College. He entered 
the actuarial department and was made 





L. R. MARTIN 


assistant secretary in 1920, and secretary 
in 1925. He has been particularly ac- 
tive in the development of deferred set- 
tlement agreements. 


Martin With Company Since 10 


Mr. Martin entered the employ of 
Connecticut Mutual 1910. upon graduation 
from Enfield, Conn., high school. One 
year later he was transferred to the ac- 
tuarial department and became assist- 
ant actuary in 1923. In 1928, he was ad- 
vanced to the office of assistant secre- 
tary, and in 1932, became a secretary. 

Mr. Martin is a fellow of the Actuarial 
Society of America, and a fellow of the 
American Institute of Actuaries. He 





W. P. BARBER, JR. 


was the company’s delegate to the In- 
ternational Congress of Actuaries in 
London in 1927. He is chairman of the 
executive committee of the Connecticut 
Institute for the Blind. 

Mr. Barber entered Connecticut Mu- 
tual in 1914, as a clerk, became assist- 
ant actuary in 1920, and associate actu- 
ary in 1923. He is a fellow in the actu- 
arial Society, and associate of the Amer- 
ican Institute. He was a director for 
five years of the Life Office Management 
Association and has been chairman of 
its educational committee. Elected to 
Phi Beta Kappa at Trinity College, he 
graduated in 1913, receive his M.A. de- 
gree from Cornell. 
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Fresno, Cal., Agent Has 
a Ten-Year Record 





B. W. Butler of Fresno, Cal., 
representative of the State Life of 
Indiana, has a record of 10 full 
years—520 weeks—of unbroken 
app-a-week production, his decade 
ending Nov. 19. His entire life 
insurance career has been spent 
with the Arthur J. Hill California 
agency of the State Life, with 
which he became associated in 
1917. He is one of the three lead- 
ers of the California agency’s 
“App-a-Week” Club, which has 
gained wide renown in life insur- 
ance circles due to its size and the 
outstanding record it contains. 








Some companies will pay educational 
settlement options direct to a minor 
payee without the presence of a guard- 
ian. However, this is somewhat risky, 
as the minor may disclaim ever _receiv- 
ing such payments and try to collect 
them all over again. 

The growth of settlement options 
dates from 1918. Up to that time the 
only variant of the lump sum settle- 
ment was a life income to one bene- 
ficiary. Today, a large company may 
have a couple of hundred such requests 
a day. Not all these requests are on 
new issues. In fact, more requests are 
on old policies than on new ones, since 
many policies are endorsed more than 
once and sometimes run up to four or 
five endorsements. Companies feel that 
these changes should be made as cir- 
cumstances change and there is no dis- 
position to discourage them unless the 
requests are obviously ridiculous, as for 
example, in the case of a man who had 
a settlement option setup and a week 
later wanted it changed. 

As might be expected, the average 
size policy involving settlement option 
is somewhat larger than the company’s 
average, although in the case of paid 
claims going under settlement options, 
the average size is smaller than where 
it is merely a case of making endorse- 
ments. This difference is largely due 
to the number of small policies which 
are left on deposit with companies be- 
cause the beneficiaries do not know 
what to do with them. 


Few Complaints Received 


While competition is still a consider- 
able factor, companies which have cut 
down on the complexity of the agree- 
ments which they will write have been 
surprised at the small number of com- 
plaints which they receive, and they 
have also found that they are getting 
a higher ratio of acceptance for the 
simpler endorsements. This is usually 
accomplished by pointing out that it is 
virtually impossible for the insured to 
foresee all possible contingencies and it 
is better to provide a living income and 
a certain amount of flexibility, rather 
than trying to specify too closely. 

One of the most usual requests, and 
one which no company can grant is 
that withdrawal of funds which would 
otherwise not be permitted, shall be al- 
lowed in the event of sickness. This, 
of course, would open the way to end- 
less complications and cannot be writ- 
ten. The objections to the complicated 
tailor-made settlement options are first, 
that the company is obligated to pay 
an interest rate of 3 or 3% percent for 
a long period into the future. Such 
a possibility, of course, exists with the 
standard option, but the possibility of 
having to pay out income at a guaran- 
teed rate for anywhere up to 100 years, 
is remote with the simpler forms. 


Dangers of Court Fights 


Then there is the possibility of hav- 
ing to institute an extensive search for 
relatives who might come under the 
terms of the settlement option, and also 
a court fight if these were not found 
before distribution of the proceeds was 

(CONTINUED ON PAGE 8) 
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Aetna Life’s Agents Ruled 
Independent Contractors 


U. S. Revenue Bureau Again 
Sets Up Social Security Tax Ex- 
emption of Commission Man 





General agents, agents and brokers of 
the Aetna Life were held to be indepen- 
dent contractors rather than employes 
under the social security act by the In- 
ternal Revenue Bureau. The decision is 
clear cut and it is believed will have 
strong effect in determining the status 
of agents of other life companies under 
the act. Many companies have submit- 
ted agency contracts and other data to 
the bureau and rulings are expected 
soon, setting up the “independent con- 
tractor” status of all commissioned 
agents. 

The Aetna Life submitted copies of 
agency contracts, of supplemental agree- 
ments, manual and much data relating 
to company-agency relationship, and also 
a file of signed questionnaires in which 
various general agents, agents and brok- 
ers set down their understanding of the 
relationship between themselves and the 
company. Forty-eight general agents of 
the 76 wrote over their signatures that 
they were engaged in an independent 
business or profession. 


General Agents’ Status 


While the general agent must take 
cognizance of the company’s rules and 
instructions, these do not control him in 
the matter of how and when he is to 
perform the services of his contract, but 
relate solely to underwriting rules and 
practices. The Aetna Life successfully 
maintained. that while the general agent 
agreed to devote his entire time and en- 
ergy to the business of the company and 
no other, this describes the work he is 
to do and does not give the company the 
right to control or direct details and 
means by which it is to be performed. 
However, in actual practice the company 
does not require a general agent to re- 
frain from engaging in any other busi- 
ness and frequently he has other busi- 
ness interests. 


Three Contract Forms 


General agents in appointing soliciting 
agents and brokers use three contract 
forms, one (Form 59) for an agent 
who expects to devote his full time to 
soliciting life insurance and agrees not 
to submit life applications to any other 
company except bona fide over-line or 
other business not acceptable to the 
Aetna Life; a second (Form 59PR) for 
a part-time solicitor in which he agrees 
not tosolicit for any other company nor 
engage in any other gainful occupation 
except that which he sets down on lines 
left blank for the purpose; and a third 
(Form 59M) for brokers. This latter 
contains no provisions respecting solici- 
tation for the company or amount of 
time to be devoted to soliciting for the 
Aetna Life. All three contracts require 
that the company’s rules and instructions 
be observed. 

The bureau found the Aetna Life’s 
contention was justified that no affirma- 
tive duties were required of agents or 
brokers under their contract; that they 
solicit insurance as and when it suits 
their convenience; that the authorization 
to produce applications is permissive and 
not mandatory. 


Bureau’s Comments 


“While under the contract on forms 
59 and 59PR, an agent is expected to 
give the company first choice on any ap- 
plication secured,” the revenue bureau 
commented, “he is not required to de- 
vote any specified time in soliciting in- 
Surance, and the company has no re- 
Course if the agent fails to devote any 
time or efforts in securing applications. 
The rules and instructions in accordance 
with which the agent or broker agrees 
to be governed are the underwriting 

(CONTINUED ON PAGE 9) 





Tennessee Commissioner 
Caught in Fire Between 
Governor and Crump 





Commissioner McCormack of Ten- 


nessee has been caught in a cross fire: 


between his political sponsor, E. H. 
Crump, local agent, former congressman 
and dominant political power of Mem- 
phis and Shelby county, and Gov. 
Browning. The ax apparently is about 
to descend upon Mr. McCormack. 

The governor, in answer to a question 
about the McCormack situation, replied 
that the names of several persons have 
been suggested for appointment as com- 
missioner. One who is named is John 
Britton, state comptroller. 


Comparable to Missouri Situation 


The situation in Tennessee is some- 
what similar to that in Missouri. In 
Tennessee, Mr. Crump supported Gov- 
ernor Browning in the last campaign, 
just as T. J. Pendergast, the political 
leader of Kansas City, supported Gov- 
ernor Stark. Mr. Crump is credited 
with having named McCormack as in- 
surance commissioner of Tennessee and 
Pendergast had sponsored R. E. O’Mal- 
ley in Missouri. Following the election, 
Pendergast had a bitter break with his 
man. Stark and Mr. Crump had a sim- 
ilar break with his man, Browning. 
Stark got part of his revenge by oust- 
ing O’Malley and Browning apparently 
is prepared to get part of his revenge, 
by ousting McCormack. 

The feeling between Mr. Crump and 
the governor became very obvious in a 
special session of the Tennessee legisla- 
ture, which adjourned about a month 
ago. The governor sponsored several 
measures which struck at Mr. Crump, 
the most important being the so-called 
county unit bill, The governor was suc- 
cessful in getting this legislation passed. 
That apparently gave the governor con- 
fidence that he held superior strength 

(CONTINUED ON PAGE 9) 








Call for Reports on Use 
of Otis Mental Tests 


The National Association of Life 
Underwriters has distributed 10,000 
copies of the Otis mental ability test to 
agency managers and it has ordered an- 
other 5,000. The general agents and 
managers section will ask for report on 
the results as of Feb. 1, so that a sum- 
mary can be compiled and presented at 
the mid-year meeting on March 11-12 in 
Richmond, according to Chairman Philip 
B. Hobbs, Equitable Society manager, 
Chicago. The final call for results on 
the mental ability test will be made 
July 1, so that data can be completed 
and be presented at the annual meeting 
in Houston in September of the general 
agents and managers section. 

A program committee for the Houston 
meeting will be appointed early in Janu- 
ary so that the general theme can be 
discussed at the mid-year meeting. 

President O. Sam Cummings of the 
National association is advocating better 
selection of agents and the organization 
is making a special effort along this line. 
Chairman Hobbs has been active and 
has made talks in Toronto, Detroit and 
Cincinnati this fall. 


Will Have New York Hearings 


Chairman Piper of the legislative com- 
mittee on the revision of the New York 
insurance law announces that there will 
be a public hearing at the Hotel Syra- 
cuse, Syracuse, N. Y., Dec. 28-29 on 
Article XI-B dealing with cooperative 
fire companies and such other parts of 
the revision as brokers, agents and the 
general public care to discuss. A simi- 
lar hearing will be held in the assembly 
parlor in the state capitol, Albany, 
Dec. 30. 











Herndon Lackey, Massachusetts Mutual 
Life agent at Oklahoma City, has been 
nominated for selection as best citizen 
for 1937. 








growed in?” 


able. 


Independence Square 





A short time ago, in a letter from a woman policyholder, 
we read this question:—“How much have the dividends 


Accumulating at compound interest, dividends attach to 
the policy’s face, and, the fund yearly growing larger, at 
death they increase the beneficiary’s check. Or, left to accu- 
mulate, they can shorten the premium-paying period, from a 
lifetime to a comparatively few years, according to policy 
type. Or, again, left to accumulate, they can eventually bring 
the policy proceeds to the insured himself, instead of later 
payment as a death claim. And in an emergency or a busi- 
ness opportunity accumulated dividends are instantly detach- 


Dividends grow into a policy when year by year they are 
used to buy paid-up additions. And astonishingly swell the 
policy’s face after ten, fifteen, or twenty years. 

Yes, that woman understood well when she asked, “How 
much have the dividends growed in?” 


THE PENN MUTUAL LIFE INSURANCE CO. 
WM. H. KINGSLEY, President 


PHILADELPHIA 




















Changes in Social Security 
Act Suggested by President 


No Mention of Change in Re- 
serves or Tax—Insurance Men 


Mildly Interested 





Several changes in the U. S. social 
security act were recommended by Presi- 
dent Roosevelt. He stated these were 
on noncontroversial points and if enacted 
immediately by Congress would consider- 
ably improve effectiveness of the act. 

He proposed to have death claims paid 
direct to the widow or dependent chil- 
dren and to save expense of probating 
estates, as is done through the veterans’ 
laws. This would conserve funds and 
save real money to the widow and the 
social security board, he said. 

Another suggestion is to permit per- 
sons now age 60 and over to continue 
working through 1941 to qualify upon 
retirement for monthly old-age annuities 
instead of receiving small lump sum pay- 
ments. This, the President considers, 
would be a great gain all around. 

He also urged that coverage under the 
act be increased to seamen on American 
vessels, employes of national banks, state 
banks that are members of the federal 
reserve system, institutions that are 
members of the home loan bank system, 
and the like. The American Bankers 
Association, the President said, approves 
the latter proposal. 

Group life insurance men have not 
shown much reaction to President 
Roosevelt’s recommendation for changes 
in the social security act. The President 
did not mention the change in the tax 
rate or the accumulation of the reserves. 
These have been controversial points in 
the act and they eclipse the provisions 
touched on by the President. 

It is not expected that any proposals 
will be made regarding the change in the 
reserve until after the first of the year 
at the earliest. The actuaries of the so- 
cial security board have not made any 
recommendations for such a change. 
There have been counter proposals to 
maintain the same tax rate, which will 
ultimately be 3 percent to both the em- 
ploye and employer, and increase the 
benefits proportionately and thus reduce 
the objectionable reserve fund, which 
will eventually reach 50 to 75 billions un- 
der the present program. 

Agitation for an amendment to ex- 
empt private pension plans seems to have 
died out entirely. It is improbable that 
such a plan could ever be adopted. When 
former proponents look back at the situ- 
ation they feel that it is just as well that 
they didn’t secure their objective. If the 
original Clark amendment had _ been 
passed, the companies would have been 
forced to cope with a situation which 
might have caused a great deal of trou- 
ble, especially in regard to general in- 
vestment situation and the difficulty in 
securing adequate interest rates. 

One of the companies that actively 
sponsored the Clark amendment has in- 
creased its pension business over five- 
fold since the social security act went 
into effect. A large office of another sub- 
stantial pension writing company reports 
its best pension business during the last 
six months it has ever had. This ex- 
perience is fairly uniform with all com- 
panies so the social security act is not 
regarded as a competitive threat. Al- 
though political angles regarding the so- 
cial security act are constantly coming 
up in the daily newspapers, group men 
find very little partisanship among em- 
ployers when they contact them on pen- 
sion programs. The responsible execu- 
tives of most organizations are older 
men and they are aware of the need for 
providing for old age. Sentiment among 
group insurance men is that the basic 
federal pension program will be a per- 
manent institution regardless of changes 
in national administration. Adjustment 
may be needed from time to time in the 
provisions and administration of the act, 
but the basic principle involved meets 
with general favor. 
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United Life of Salina Sold 
to H. K. Lindsley 





President of the Farmers & 
Bankers Life of Wichita Has 
Purchased Controlling Interest 





H. K. Lindsley of Wichita, president 
Farmers & Bankers Life, has purchased 
the controlling ,interest of the United 
Life of Salina, Kan. The United Life 
has assets $987,933 of which 23 percent 
is real estate, 40 percent mortgages, 23 
percent bonds, 2 percent cash. Its capi- 
tal is $200,000, legal reserve $525,918 and 
net surplus $133,713. Its total income 
last year was $293,664 and disbursements 
$196,084. It earned 4 percent on its 
assets. Its mortality ratio was 39.8 per- 
cent. The company started in 1927. It 
has $8,250,000 insurance in force. Its 
total premium incomé last year was 
$173,122. C. L. Schwartz is chairman, 
R. J. Laubengayer, president; G. T. Hel- 
vering, L. O. Verckler and S. R. Heller, 
vice-presidents; M. C. Beamer secretary. 
It operates in Kansas, Missouri and In- 
diana. 

The Farmers & Bankers is one of the 
progressive companies west of the Mis- 
sissippi, it having $55,000,000 of insur- 
ance in force. President Lindsley is one 
of the prominent executives of the west 
and is former president of the American 
Life Convention. The Farmers & 
Bankers assets a year ago were $10,- 
663,889. 

Vice-president and General Manager 
Donelan of the United is becoming Kan- 
sas state manager of Pan-American Life. 


Thayer Agency Annual Meet 


The annual meeting and banquet of 
the Austin Thayer agency of the Pru- 
dential was held in Seattle, Dec. 16, 
with representatives in attendance from 
throughout the state. At the banquet 
Dr. Keith G. Burns, medical referee, and 
Frank W. Bland, San Francisco, Pacific 
Coast manager THE NATIONAL UNDER- 
WRITER, spoke. 








Two New District Managers 


Two district managers have been ap- 
pointed by Austin Thayer, Washington 
state manager for the Prudential. Al- 
bert Merrill, formerly of Pasadena, Cal., 
has taken the Tacoma agency, and Joy 
Williams of Spokane is the new man- 
ager in eastern Washington . 


PERSONALS" 


Col. W. E. Talbot, vice-president in 
charge of agencies Southland Life, ad- 
dressed the Brownsville, Texas, cham- 
ber of commerce on industrial oppor- 
tunities in Texas. 














C. E. Becker, president Great Amer- 
ican Life, San Antonio, Texas, has been 
elected a director of the San Antonio 
chamber of commerce. 





T. C. Borg, president of the Security 
National Life of Minneapolis, is dead 
at the age of 73. He had been ill three 
months at a St. Paul hospital. 





John H. Thompson, senior member of 
the firm of Thompson-Taintor, general 
agent of the Connecticut Mutual Life 
at Hartford, was tendered a testimonial 
danner. 





Moses D. Geigerman, 63, leading pro- 
ducer at Cincinnati for the Mutual Life 
of New York, died there after a month’s 
illness. Mr. Geigerman had been with 
the company 20 years and for several 
years produced over $1,000,000 annually. 
He was an enthusiastic horseman. 





The Heart Decides—will show you how 
to get real results. $1.50. Order from 


The National Underwriter. 





Retail Dealers 
Led Large Buyers 
During November 





Retail dealers led all other occupa- 
tional groups in number of jumbo life in- 
surance policies purchased last month, 
according to the Lincoln National Life 
monthly survey of buyers of big policies. 
They also led in total amount of insur- 
ance purchased. 

The groups listed according to num- 
ber of big policies bought were: Retail 
dealers; wholesale dealers; physicians 
and surgeons; brokers, bank managers, 
and real estate company officials; office 
managers; theater owners, managers and 
officials; real estate agents; housewives; 
garage proprietors; laundry officials; 
lumberyard, coalyard and warehouse offi- 
cials; department store officials; automo- 
bile dealers; undertakers; dentists; law- 
yers, judges and justices; bookkeepers, 
cashiers, and accountants; retired; and 
managers of glass factories. 

Listed according to total amounts pur- 
chased, the occupational groups were: 
Retail dealers; theater owners, managers 
and officials; brokers, bank managers, 
and real estate company officials; whole- 
sale dealers; managers of clothing fac- 
tories; express company officials; physi- 
cians and surgeons; real estate agents; 
housewives; garage proprietors; and 
laundry officials. 





Dr. Friday Addresses Directors 


Dr. David Friday, nationally known 
consultant economist, was the guest 
speaker at a luncheon meeting of the 
directors of Ohio National Life and 
guests, in Cincinnati. T. W. Appleby, 
president Ohio National, as host, pre- 
sented Dr. Friday. 





Raub on Texas Trip 


E. B. Raub, president Indianapolis 
Life, who has been visiting the Dallas, 
Houston, and San Antonio, Texas, agen- 
cies, was a week end guest of Bruce 
Veazey of San Antonio, agency man- 
ager, on a duck hunt. 








NEWS OF WEEK 


Recession will have little effect on 
company financial statements. Pagel 
* * x 

Actuaries divided on feasibility of slid- 
ing seale for policy loan interest. 
Pagel 
* kK x 


Menace of capital tax sells insurance 
for John Morrell, Chicago. Pagel 


* * 
Aetna Life general agents, agents and 


brokers ruled exempt from social secur- 
ity tax. Page 3 





* * * 

Commissioner McCormack of Tennes- 
see is scheduled to be ousted as a result 
of the row between Governor Browning 
and McCormack’s sponsor, E. H. Crump 
of Memphis. Page 3 

* * x 


Connecticut Mutual promotes H. N. 
Chandler, L. R. Martin and W. P. Barber, 
Jr., to higher official positions in the 
head office. Page 2 

* * x 

Union Central Life convention will be 

held in Havana. Page 8 
* * * 

President H. K. Lindsley, Farmers & 
Bankers Life, has purchased control of 
the United Life of Salina. Page 4 
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New York Telephone Co. to divide sal- 
ary deduction business on exclusive basis. 

Page 5 
* * x 


Lincoln National monthly report shows 
that retail dealers led other occupational 
groups in number of large life policies 
purchased. Page 4 
* * * 


New York City life managers nominate 
Gerald A. Eubank for president. 
* *« * 


New York Life announces quinquennial 
dividends increased, policy forms, op- 





tions revised. Page 18 


“Saturation Point’ of Life 
Insurance Moving Farther 
and Farther into Future 





By LEROY A. LINCOLN 
President Metropolitan Life 


The basic sense of foresighted thrift 
of the American people, combined with 
the confidence they have shown in the 
institution of life insurance, gives reason 
to believe that an increasing volume of 
life insurance of all kinds will be pur- 
chased during 1938. This belief finds 
support in the fact that, as 1937 closes, 
an all-time high in the amount of life 
insurance in force with the legal reserve 
companies of the United States of $110,- 
000,000,000 has been reached. 

That total might seem to be a consid- 
erable life insurance protection for the 
people of one country to carry. How- 
ever, it really is a small amount for the 
American people. This insurance is held 
in varying amounts by 64,000,000 per- 
sons. The average amount of life insur- 
ance owned by each of these individuals 
is $1,700. Thus, while the people of the 
United States, as a whole, own more 
life insurance than those of any other 
nation, they are, nevertheless, on the av- 
erage much underinsured. 


Realization of “Underinsuredness” 


The realization of this “underinsured- 
ness” may explain, in part, the fact that, 
according to the reports of 202 legal 
reserve companies, there was an increase 
of more than $5,250,000,000 in insurance 
in force during 1937, when compared 
with the reports of these companies at 
the end of 1936. This total is about 
seven billion higher than in 1929. 

A further reason for this increasing 
amount of insurance evidently lies in the 
confidence the people have in the insti- 
tution of life insurance, with its record 
of “contracts performed and promises 
kept.” That this confidence has been 
justified has been demonstrated by the 
payment of approximately 21 billions of 
dollars by companies from the beginning 
of 1930 to the end of 1937—payments 
made with no undue strain on the finan- 
cial strength of this institution. 


Social Security Measures 


In addition, the social security meas- 
ures of the government have probably 
brought about a wider realization of the 
importance of making provision for one’s 
own old age security, as a supplement 
to such governmental provisions. The 
same measures have also occasioned in- 
creased interest on the part of employ- 
ers, and employes, in cooperation, in 
undertaking further security measures 
through the means of group insurance 
and group annuities. In addition to pro- 
moting employer - employe relations, 
these group and annuity contracts are 
complementing the governmental plans. 

If the American people are thus gain- 
ing a better understanding of “security” 
in all its aspects, I see the so-called 
“saturation point” of life insurance mov- 
ing farther and farther into the future. 
In the light of the past, there is reason 
to expect continuously increasing in- 
terest in life insurance on the part of all 
our people. 


Votaw Named Scranton Head 


C. A. Votaw, Northwestern Mutual, 
was elected president of the Scranton 
(Pa.) Association of Life Underwriters 
at the annual meeting. Other officers 
elected were: Vice-president, Ralph Da- 
vies; secretary, Henry Schields; treas- 
urer, Roy Kegelman. Mr. Votaw suc- 
ceeds W. S. Tiffany. H. G. Kenagv, 
superintendent of agencies Mutual Bene- 
fit, spoke on “Knowing Facts but Not 
Knowing How to Act.” He was intro- 
7 by W. L. Walker of the Scranton 
ife. 








YOU GET A COPY of the big “Survey 





Edition” of The Accident & Health Review 


Page 17) it you subscribe now. Sample copy of 


regular edition 10c. 175 West Jackson 


Blvd., Chicago. 














“Pop” Marching On- 





Cc. W. BRANDON, Columbus, 0. 


Although C. W. Brandon, president 
emeritus of the Columbus Mutual Life, 
is no longer actively connected with the 
company, but is confined mostly to his 
home at 1220 Madison avenue, Colum- 
bus, O., the agents who followed the 
colors under his leadership do not for- 
get him. Neither do the officers and the 
office force. “Pop” Brandon kept the 
home ‘fires burning many years and he 
is responsible for the establishment of 
the company and its success in its for- 
mative years. During December, which 
is Mr. Brandon’s birthday anniversary 
month, the field force with holiday 
greetings will honor him in production. 
Agents are supplied with cards showing 
green candles and bright red flame. 
These are to be filled out with the 
agent’s name. the applicant’s name and 
the amount and in due season they will 
be handed over to the president emeri- 
tus. Mr. Brandon was a unique, color- 
ful and powerful figure in life insurance 
during the time that he was at the helm. 


To Discuss ’38 Sales Plans 


The December luncheon meeting of 
the New York C. L. U. chapter Dec. 29 
at the Hotel Martinique will be a sym- 
posium of sales ideas for 1938. Several 
of the best qualified agents in the city 
will discuss briefly the sales plans they 
expect to use next year. 





Research Bureau Figures 


HARTFORD.—Sales of ordinary life 
insurance were 4 percent ahead for the 
first 11 months, according to the Life 
Insurance Sales Research Bureau. All 
sections of the country were ahead for 
the period. For November, the north 
central, west south central, mountain 
and Pacific states were even with last 
year or ahead by from 5 to 9 percent, 
middle Atlantic and south Atlantic were 
behind 1 percent, while New England 
was 6 percent off and east south central 
5 percent off. 


New England Congress Meets 


BOSTON.—The annual meeting of 
the New England Fraternal Congress 
was held here, with President T. R. P. 
Gibbs presiding. Commissioner De- 
Celles of Massachusets and Commis- 
sioner Rouillard of New Hampshire 
spoke at a banquet. The congress rep- 
resents fraternals operating in New 
England with total membership oi 
1,200,000 and insurance in force $158,- 
000,000. 


Burke Assistant Secretary 


The North American Reassurance has 
appointed Raymond A: Burke assistant 
secretary. He has been with the com- 
pany since 1924 and for several years 
has been chief clerk in the underwriting 





department. 
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N. Y. Telephone Co. 
Puts Insurance on 
Exclusive Basis 





Will Divide Salary Deduc- 
tion Plan for Entire State 
Among Three Companies 


NEW YORK—The New York Tele- 
phone Company’s extensive salary de- 
duction life insurance plans will on May 
1 be divided exclusively among the 
three companies with which it has the 
largest accounts. However, existing 
plans with other companies will con- 
tinue in force but no new lines will be 
added, 

The three territories are roughly equal 
in number of employes and possibilities 


of writing life insurance. The Penn 
Mutual wi!l have Manhattan Island, the 
Phoenix Mutual will operate in Brook- 
lyn and the remainder of Long Island, 
and the Equitable Society will have the 
3ronx (New York City), Westchester 
county, and the rest of upstate New 
York. 


Not Yet Exclusive 





This division of territories has been in 
effect since last May but not on an 
exclusive basis. The principal object of 
the plan is to provide telephone com- 
pany employes with an insurance coun- 
sellor. Usually these counsellors are the 
agents who have worked up the salary 
savings plans. The counsellor | has an 
office in the telephone company’s build- 
ings provided rent-free by the telephone 
company. He has definite office hours 
which are known to the employes. The 
latter are encouraged to consult the in- 
surance adviser. Each employe is privi- 
leged to arrange, during working hours, 
a consultation lasting one-half hour with 


the insurance counsellor. After this 
initial interview any others must be 
taken care of outside the employe’s 


working hours. 

These interviews are strictly of an 
advisory nature. It is understood that 
no selling is to be attempted, though 
insurance may be bought if desired. 
This understanding causes employes to 
feel entirely free to consult the coun- 
sellor without being obligated to buy, 
while from the counsellor’s point of 
view it pays dividends because of the 
greater number of possible prospects he 
is able to see in this way. 


Started 10 Years Ago 


When the New York Telephone Com- 
pany started its payroll deduction plan 
ten years ago eight companies organized 
a salary savings group. One, the Metro- 
politan Life, withdrew after a relatively 
short time. The four beside those which 
vill continue on the’exclusive basis after 
May 1 are the Guardian Life of New 
York, the Connecticut General, the Pru- 
dential and the Sun Life of Canada, the 
latter writing business only on New Jer- 
sey residents as it does not do business 
in New York state. 

The Bell system, of which the New 
York Telephone Company is a part, has 
been gradually adopting this system of 
exclusive salary savings representation 
in other sections of the country. 

The telephone companies have for 
years forbidden insurance solicitation 
during working hours among their em- 
ployes. Sometimes agents worked 
among employes in spite of this rule. 
One agent used to hide his hat and 
coat after getting into the building. 
As he made his rounds no one could 
tell that he was not a telephone com- 
Pany employe and the natural ‘assump- 


ton was that he was someone 
irom another department. While, of 
course, detection meant being ejected 





from the building, the system worked 
well for quite a while. 


Fidelity Mutual Dividends to 
Continue on 1937 Basis 


The Fidelity Mutual Life announced 
its 1938 dividend action. The 1937 scale 
applicable to the current 3 percent con- 
tracts will be continued without change, 
which according to President W. L. Tal- 
bot means that under all permanent 
plans in this group the 1938 dividends 
will show normal increase over the 











amount which was apportioned for 1937. 

On term plans the dividends will re- 
main level as before. Under old policies 
issued prior to June 1, 1935, before 
adoption of the present reserve basis, 
the dividend scale effective Jan. 1, 1938, 
will yield each policy a dividend at least 
equal to that credited on the last anni- 
versary. 

Effective March 1, distributive inter- 
est rate will be 344 percent on dividends 
left at interest and 3.6 percent on pro- 
ceeds left at interest. This compares 
to the present rate of 3.75 percent. A 
new dividend book is being prepared 
showing dividend accumulations and ex- 





cess interest under settlement options 
on the basis of the new interest rates. 

President Talbot stated mortality ratio 
was more favorable this year. Contri- 
butions to surplus were offset to some 
extent, he said, by lower interest yield. 
He’ said there was little likelihood of 
early improvement _in interest earnings. 





Reid Steele, agency director of the 
American United Life, died in Indianap- 
olis, aged 55, due to a heart attack. 
Burial will be in Springfield, Ill., his old 
home, where from 1921 to 1931 he was 
connected with the old Springfield Life. 
He had been in Indianapolis since 1931. 





A NEW 
PUBLICATION i 


FREE 


supervisors and clerks in the several hundred life 


insurance home offices. 


There has been a long felt need for a publica- 
tion of this kind—a magazine that would serve as 
a medium for the exchange of ideas and plans cov- 
ering the operation of the various departments in 
home offices. The practices of no two companies 
are exactly alike, and it is this hitherto untouched 
vast fund of valuable information that will be 
tapped. Consequently the American United Life 
Insurance Company, beginning the first of 1938, 
will launch a new quarterly publication dealing 
entirely with the many operating problems in 
New Business, Punch Card, Accounting, Death 
Claim, Advertising, Investment and all other 


home office departments. 


H™: REAL NEWS abouta new free publication 
—to be called “The Home Office Magazine” 
—which will be printed exclusively for officers, 


A CLEARING HO 





MS AND PLANS 


Articles appearing in this magazine will be 
solicited from the home office personnel of all 
companies, large and small, and it is urged that 
your company contribute articles and recommend 
other persons for possible contributions. Very 
few articles will be written by the home office 
personnel of the American United Life. 

If you are a home office worker this magazine 
is dedicated to you. It will prove beneficial. There 
is no subscription fee. Simply fill in your name, 
company name and address in the space provided 
below, and in addition list others who would be 


interested in receiving this publication regularly. 


Issues will be mailed with the compliments of 


AMERICAN UNITED LIFE INSURANCE COMPANY 


INDIANAPOLIS, INDIANA 


AMERICAN UNITED LIFE INSURANCE CO. 


Dept. NU1237, Indianapolis, Indiana 


Gentlemen: I am very much interested in receiving regularly, with- 


out cost or obligation, copies of the new publication “The Home 
Office Magazine.” Please see that it is sent to meat 


Additional copies should also be sent to 


(If additional space is required list names on a separate piece of paper and attach} 
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Lincoln National Life men need never say, 
“My Company does not accept this type of 
risk.” Field men have the distinct advan- 
tage of being able to present life insurance 
wherever there is a life insurance need. 
Regardless of age—man, woman, or child— 


if a prospect is at all insurable, the Lincoln 


National Life will write him. 


* 





The 


LINCOLN NATIONAL 


LIFE INSURANCE COMPANY 


Fort Wayne, Indiana 





New Edition of Missouri 


Hand-Book Off the Press 


The Underwriters Hand-Book of Mis- 
souri has come from the press of THE 
NATIONAL UNDERWRITER this week. This 
new book has 480 pages and brings up 
to date the data on the state insurance- 
wise. 

The Agency Department lists all the 
agents licensed by the department and 
gives the companies represented, date 
the agency was established, members of 
the firm, address and other necessary 
data. This list is arranged alphabetically 
by towns. The Company Directory De- 
partment gives the complete list of all 
companies operating in the state—stock, 
mutual and reciprocal, fire, casualty and 
life—together with the officers, home of- 
fices address, latest financial statement, 
and field representatives. The field men 
are listed separately alphabetically for 
cross-reference. 

According to the compilers there was 
an increase of 1,808 agents licenses this 
year over the number received in 1936. 
The total was 27,433 for 1937, 25,625 for 
1936. In 1935 there were 26,018 licenes. 
This year stock fire licenses showed an 
increase of 947, stock casualty an in- 
crease of 338 and life 374. 

The Missouri hand-book contains a 
great deal of information that is valu- 
able to the agent, home offices, field men 
and others interested in insurance in the 
state. Besides the agency and company 
data is given much other miscellaneous 
information such as: premiums and 
losses of fire companies for five years 
with classification for 1936 and the pre- 
miums and losses for 1936 for Kansas 
City, St. Louis and St. Joseph; casualty 
premiums and losses for two years classi- 
fied by lines and life insurance paid for 
and in force for six years; town classi- 
fication as to fire protection, lists of at- 
torneys and adjusters; lists of insurance 
organizations and their officers, popula- 
tion of each town, county in which lo- 
cated, county seat and other data. 

Ali in all the Missouri hand-book con- 
tains a wealth of interesting and valu- 
able information for one interested in in- 
surance in Missouri. 





Indiana Supreme Court Has 
Upheld the New York Life 


The Indiana supreme court has de- 
cided in favor of the New York Life 
in an appeal in the case brought against 
it by Mrs. Anna W. Kuhlenschmidt of 
Evansville, it taking the position that 
incorrect answers in an insurance appli- 
cation are sufficient grounds to give a 
company the right to refuse payment on 
death of the assured. The court holds 
that the rule applies whether there was 
an intent to defraud or not, if the 
answers are material to the contract. 
The beneficiary won in the Vanderbury 
county circuit court and the supreme 
court ordered a new trial. According to 
the evidence, the assured stated in his 
application that he never had kidney dis- 
ease when, according to evidence, he had 
consulted a specialist only a few months 
before. His death about a year after 
the policy was issued was from another 
cause. 

The officers of the company in their 
testimony stated they would not have 
issued the policy had they known the 
facts. Attorneys for the beneficiary took 
the ground that the answers were “rep- 
resentations” and not warranties mate- 
rial to the policy unless they were false 
as to the general condition of the appli- 
cant. 

The court held that “If it be assumed 
that there is no fraud shown the effect 
of the statute is to make the statements 
representations, and if these representa- 
tions are material to the contract and 
are not substantially correct it is suffi- 
cient defense to the policy, regardless of 
whether they were made fraudulently or 
otherwise.” 
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Goes on Cruise 



























MRS. A. B. JORDAN 
Mrs. A. B. Jordan, president of the 


Postal National Life of New York, 
headed the group of its agents that 
sailed on the “Queen of Bermuda” to 
Bermuda, taking those that qualified for 
the trip. Vice-president M. J. Denda 
and his daughter Barbara, were on the 
voyage. Mrs. Jordan’s cousin, Miss 
Travilla Ioor of Indianapolis, went as a 
guest. The top producers are Lee 
Whitestone, Mardis Howle and George 
Underhill. Mrs. Jordan is making a re- 
markable success as president of the 
company. 


Prudential Broadens Group 
Life Policy Protection 





The Prudential is putting in effect a 
group life liberalization that, it is said, 
many other companies writing group 
life are adopting. This is a method of 
extending death benefit to employes 
leaving work because of disability and 
remaining disabled. Heretofore the ex- 
tension has been for a maximum of not 
more than the period for which he has 
been insured, but not exceeding one year 
and conditioned on death occurring 
before age 65. 

The proposed policy provides a series 
of one-year extensions for the employe 
who leaves work on account of disabil- 
ity. The employe must submit proof 
of disability once a year, in the four 
months prior to the anniversary of the 
policy. Subsequent lapse of the master 
policy will have no effect on his insur- 
ance, which will be extended a year at 
a time during continuance of his proved 
disability, but not beyond age 60. 

There also has been a change in the 
conversion method. If the employe con- 
verts at termination of employment and 
subsequently proves eligibility for con- 
tinuance of insurance under extension of 
the death benefit clause, he would sur- 
render his converted policy, receive a 
premium return and certificate providing 
death benefit. Later upon recovery from 
disability he could convert again to per- 
manent insurance. 


DeGroat New President 
of Bay State Association 








BOSTON.—The Massachusetts Asso- 
ciation of Life Underwriters held its an- 
nual meeting here, with representatives 
present from the local associations in 
Boston, Fall River, Worcester, Spring- 
field, Fitchburg and Pittsfield, Lowell 
alone being unrepresented. 

Floyd E. DeGroat, general agent Mu- 
tual Benefit Life, Boston, was elected 
president; Roderick Pirnie, Berkshire 
Life, Worcester, vice-president; S. D. 
Weissman, Prudential, Boston, treas- 








Get results by reading The Heart De- 








cides by Bertram Brownold. $1.50. Order 
from The National Underwriter. 


urer, and John M. Hughes, Boston, sec- 
retary. 

A report on legal and legislative af- 
fairs was given by Counsel R. C. Evarts. 
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‘Saniiie Trust Cases Call 
for Staff of Experts 


Preparation and sale of a pension trust 
case scarcely is possible for an individual 
agent, no matter how experienced and 
energetic, but demands complete cooper- 
ation of several experts over a consider- 
able period of time. This fact is seen 
strikingly in the $1,100,000 pension trust 
case just closed in Chicago by four 
Equitable Society men, three of whom 
are million dollar producers and the 
fourth an assistant manager. 

Ralph Grossberg, assistant manager, 
originated the contact and played an im- 
portant part in the actual selling of the 
case, together with I. S. Stein, one of 
the three “millionaires.” 

The latter, together with Louis Behr 
and Harry Steiner, have been for some 
two years operating together on pension 
trust cases. These three men have found 
that these cases require their combined 
efforts in order to make certain that all 
angles, such as the actuarial calculations, 
legal work, development of a plan and 
subsequent modifications thereof fit the 
individual case, etc. 


Devoted 200 Man-hours 


In the particular case referred to, these 
men, together with Mr. Grossberg, it 
is estimated, devoted not less than 200 
man-hours of hard work over a period 
of about two months. All this time was 
necessary in the making of several calls, 
preparation of a number of plans, inter- 
views with the accounting and legal ex- 
perts of the business corporation, and 
in anticipating every contingency. 

During the preparation and up to the 
point of completion, constant checking 
was done with an attorney, who was 
given charge of the actual drafting of 
the legal instruments necessary. 

The technique of handling these big 
cases was worked out by Behr, Stein 
and Steiner, all of the Samuel Lustgar- 
ten agency, to which they are attached. 
This agency has placed eight pension 
trust cases in the last two years. 

These three “millionaires” agree that, 
while each knows all the fundamental 
requisites necessary for the development, 
planning, sale and completion of such 
a pension trust, not one of them would 
attempt to do it alone. Each feels that 
the cooperation of the other two is ab- 
solutely necessary for the perfect execu- 
tion of all the many details necessary so 
that they and their clients may have the 
assurance in these big cases that the 
pension trust, when placed in force, has 
been properly constructed to carry out 
the desired objectives. 

It may be stated, too, that each of 
these men has, on the various cases 
closed, been in some instances on the 
sales end, in others on the planning, and 
in others on the work done out of the 
prospect’s presence—but in every case 
there have been many conferences and 
many hours of hard work by all three, 
each supplementing the work, ideas and 
suggestions of the others. 


Committees of A. L. C. Are 
Appointed for New Year 











_ Anumber of committees of the Amer- 
ican Life Convention has been appointed. 
Only a few remain to be completed by 
President Harry R. Wilson, Indianap- 
olis, vice-president American United 
Life. The chairmen of the completed 
committees are: 

Actuarial, J. C. Rietz, vice-president 
and actuary, Midland Mutual Life; avia- 
tion, Jay N. Jamison, executive vice- 
President, Reliance Life; blanks, Wen- 
dell P. Coler, actuary, American United 
Life; credentials, Johnson D. Hill, presi- 
dent and treasurer Atlas Life, Tulsa, 
Okla.; departmental supervision, Her- 
man A. Behrens, president Continental 
Assurance; finance, T. A. Phillips, presi- 


dent Minnesota Mutual Life; grievances, . 


Laurence F. Lee, president and counsel 
Occidental Life, Raleigh, N. C.; investi- 
ment and investment law, D. T. Torrens, 





president, Kansas City Life; member- 
ship, F. V. Keesling, vice-president and 
general counsel West Coast Life; next 
annual meeting, Alfred MacArthur, 
president Central Life of Illinois; taxes, 
F. W. McAllister, general counsel Kan- 
sas City Life; uniform laws, Allen May, 
general solicitor General American Life; 
valuation of assets. John E. Reilly, presi- 
dent Old Line Life of America. 





Discusses Recruiting Methods 


The necessity of selecting agents with 
high mental ability who are capable of 
rendering intelligent service and infor- 
mation to prospective clients of upper 
class level was discussed by Verne Stew- 
ard of Los Angeles before an agents and 
managers meeting in Chicago. More 
than 20 agencies were represented. He 
said that agents must be able to meet 
their prospects on an equal footing and 
offer them the quality of service they 
expect. 

Mr. Steward has done considerable re- 
search in developing examinations and 
general aptitude tests for managers use 
in selection of agents on the basis of 
fitness for the business. He has given 
these tests to over 2,000 persons in more 
than 50 agencies and has secured adop- 
tion of these forms by the managers 
section of the National Association of 





Life Underwriters. Mr. Steward said 
that the lowest intelligence quotient of 
agents ran about 97. A recent exam- 
ination of those holding C. L. U. desig- 
nations made in Los Angeles showed a 
117 average. He discussed ways and 
means of making the business more at- 
tractive following a dinner held fer the 
group. 





Columbian National Winners 


The President Sears trophy, a silver 
shield, awarded each year to the agency 
of the Columbian National Life, which 
produces the greatest volume of qualified 
life insurance in president’s month, was 
won this year by the Thayer Quinby 
agency of Boston. 

Competition for the award was espe- 
cially keen. General Agent Quinby and 
Supervisor Payntar were hard pressed 
by several other agencies but they fin- 
ished the month strong and just nosed 
out their nearest competitor, the E. E. 
Lamb agency of Chicago. 

To the personal producers who led the 
field in the production of new life and 
new accident insurance during the 
month, special loving cups were 
awarded. District Agent T. E. McCar- 
thy of the Lamb agency won the cup 
offered in the life division. Winner in 


the accident department was District 





Virginia, North Carolina in 
Spirited Sales Contest 





The. Virginia and North Carolina 
agencies of the Mutual Life of New 
York are winding up a spirited three- 
month production contest that began 
Oct. 1, with a million dollars goal for 
each agency. Thirty agents from each 
agency were picked to participate. Under 
terms of the contest, 15 leaders of the 
winning agency are to be banqueted at 
the expense of the losing manager. F. 
D. Wilson is manager of the Virginia 
agency with headquarters at Richmond, 
and S. K. McAfee is manager of the 
North Carolina agency with headquar- 
ters at Charlotte. 

At the end of the first two months, 
M. R. Robbins, Rocky Mount, had a 
total of $128,500 paid business, and Miss 
Carolyn E. Duffey, Wilmington, N. C. 
paid for $48,500. On the Virginia side, 
J. P. Wells, Danville, was leading Vir- 
ginia forces with $69,000, G. C. Outland, 
Norfolk, being a close second with 
$67,000. 








Agent R. S. Freeman of Idaho Falls, 
Ida., who is associated with the A. W. 
Wright agency of Salt Lake City. 
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LIFE SALES MEETINGS 





Union Central’s Convention 





Many Large Producers, Managers 
and Home Office Officials Will Go to 
the Gathering at Havana 





Leading Union Central producers, 
managers and home office officials will 
meet in Havana, Cuba, Jan. 4-6, for the 
joint annual meeting of the $250,000 and 
$500,000 clubs. Members of the latter 
group will remain over until Jan 9. The 
president of the convention is W. Mc- 


Lean Stewart, Davenport, Ia., who is the | 


leading personal producer with $1,250,- 
000. Two special trains will be run to 
Miami, where the delegates embark for 
Havana. One of the trains will leave 
Cincinnati and the other New York. 
About 300 are expected to attend the 
ounnnny’s first convention on foreign 
soil. 


Among the home office men who will | 
make the trip are: J. W. Pattison, chair- | 


man of the board; J. R. Clark, Jr., chair- 


man of the executive committee; Jerome | 
Clark, vice-president; R. S. Rust, secre- | 


tary; Dr. William Muhlberg, vice-presi- 


dent and medical director; J. R. L. Car- 
rington, actuary; and W. F. Hanselman, 
superintendent of agents. 

Mr. Stewart has been with the Union 
Central 25 years. For the first time, his 
production exceeded $500,000 in 1936, 
and this year it is well over $1,000,000. 
Mrs. Irene P. Montfort, the “First 
Lady” of the field, is the only woman 
member of the $500,000 club. 

A banquet will open the $250,000 club 
meeting Jan. 4. There will be special 
entertainment furnished by Cubans. The 
$500,000 club banquet will be held Jan. 
6, the balance of the time for that group 
being devoted to sight-seeing. 








Farrell Agency’s Meeting 

The D. J. Farrell agency of the Pa- 
cific Mutual Life held a one-day sales 
meeting at San Antonio, Tex., under the 
direction of W. R. Hoefflin, agency su- 
pervisor. 


Michigan and Ohio Meet 


DETROIT—More than 150 North- 
western Mutual agents from Michigan 
!and Ohio will gather here Jan. 7 for a 








one-day sales conference at which com- 
pany executives will speak. 

: Eckert, Detroit general agent, 
will be host. The meeting will conclude 
with a banquet at which the home office 
men will be the guests of honor. 


N. Y. Life Meet in Fargo 


About 40 New York Life agents of 
the Fargo, N. D. branch, attended a 
banquet and educational sessions to meet 
James C. Hay, ‘Minneapolis, new agency 





director who will succeed : Weis- 
singer. R. Peters, Minneapolis, 
agency inspector, spoke. Mrs. Weis- 


singer and Mrs. M. E. Mulvaney enter- 
tained at tea in honor of the visiting 
wives. 


United Managers Confer 


District managers from Indiana, Mich- 
igan, Illinois and Ohio met at the home 
office of the United of Chicago this 
week for a conference on sales plans for 
1938. Talks were made by President 
O. T. Hogan, A. D. Johnson, secretary- 
treasurer, and H. G. Rockwood, vice- 
president and manager of the ordinary 
and commercial departments. 


Dern in K. C. and St. Louis 


A. L. Dern, vice-president and direc- 
tor of agencies of the Lincoln National 
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MINNESOTA MUTUAL 


shows another gain! The regular business for 
the first three quarters of 1937 is 8% ahead 
of the same period last year. This increase 


is reflected in the incomes of our field force. 


A liberal agency contract. 
A plan for financing your agency. 
Accounting methods to guide you. 


for finding—training agents. 


A liberal financing plan for your agents. 
A unique supervisory system. 
Organized Selling Plan. 

Unusually effective selling equipment. 


Policies for every purpose: Regular—Juvenile— 
Women—Group—Payroll Savings, etc. 


Premiums. 


A $200,000,000.00 Mutual Company with $40,000,000.00 in 


Assets, 57 years old with an understanding co-operative 


THE MINNESOTA MUTUAL 
LIFE INSURANCE COMPANY 


SAINT PAUL, MINNESOTA 











Second Among Ohio State 
Agents Despite Handicap 








The handicap of having to get 
about in a wheel-chair has not 
prevented Washington Irving 
O’Briant of Timberlake, N. C., 
from making a success in life in- 
surance. Although he has just put 
in his first full year as an agent of 
the Ohio State Life, he ranked 
second among all agents in paid 
business in November. Mr. 
O’Briant is a member of the Rox- 
boro agency under Manager B. B. 
Knight. He has been crippled 
since childhood. He purchased an 
automobile and with the aid of a 
friend who lifts him in and out of 
the car and operates it for him, he 
has been able to cover a large bit 
of territory. He is 37 years old 
and has a wide acquaintance in 
his section of the state. 








Life, who has just concluded an agency 
inspection trip to the west coast, visited 
the Kansas City and. St. Louis agencies 
and addressed agency meetings. He also 
attended the meeting of the St. Louis 
Life Underwriters Association. 


Efforts Being Made Toward 
Simplifying Settlements 








(CONTINUED FROM PAGE 2) 


made. There is no direct charge tor 
the service rendered in connection with 
making the endorsement, although this 
would be possible by declaring a lower 
excess interest rate on policy proceeds. 
This alternative would be useful only 
in case there were any excess interest. 
The life company distributing proceeds 
in settlement options is in exactly the 
opposite position from a trust com- 
pany. The life company makes no 
charge, but guarantees a definite inter- 
est rate. A trust company, on _ the 
other hand, makes a charge for its serv- 
ices and guarantees no rate whatever. 

The low level of interest rates gen- 
erally, which makes it difficult for in- 
vestors to earn more than the life com- 
panies can guarantee, has tremendously 
boosted the popularity of settlement 
options. The increased effort to make 
settlement options which will do every- 
thing which a trust company agree- 
ment could do has caused actuaries to 
consider the advisability of limiting 
what their companies will do on_ this 
score. It is difficult for the companies 
to get together on a thing of this kind 
because there are so many possibilities 
which can come up that if one company 
takes a hard-boiled attitude it is likely 
to find itself. at a disadvantage com- 
pared with its competitors, who may be 
only slightly more liberal. This increas- 
ing liberality goes on, little by little, 
until a degree of complexity is reached 
which does the business more harm 
than good, not only eventually but im- 
mediately. 





Occidental in Pennsylvania 


The Occidental Life of Los Angeles 
has been admitted to Pennsylvania. It 
is now licensed in all states west of the 
Mississippi and in Illinois, Indiana, 
Michigan, Ohio and Pennsylvania. 





Eighteen members of the Johnson 
agency of the Minnesota Mutual Life in 
San Antonio, Texas, and their wives, 
with the office force, were guests of 
General Agent D. O. Johnson at his 
annual wild game dinner in his home. 
Two wild turkeys and a deer which he 
shot were served. Mr. Johnson, who 
has been inactive for four years because 
of ill health, has returned to full time 
work. His agency was managed by the 
company during his absence. 





The Heart Decides—will show you how 

















to get real results. $1.50. Order from 
The National Underwriter. 
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pprenereet Divided 
on Pink’s Plan 
for Policy Loans 


(CONTINUED FROM PAGE 1) 


How easy it is for the public to get 
a completely garbled version of the pol- 
icy loan question is well illustrated by 
an editorial in the Scripps-Howard New 
York “World-Telegram,” a paper which 
probably rarely gets so completely 
tangled up as it did in its editorial on 
Mr. Pink’s policy loan rates proposal. 

Under the headline “For all Policy 
Holders,” the ‘World-Telegram” im- 
plied beyond question that the reduc- 
tion would apply to all policyholders, 
present as well as future. Though the 
ratio of policy loan borrowers for most 
companies is about one out of every four 
policyholders, the editorial went on to 
state that, “it must be a small minority of 
policy holders who have not, at some 
time since 1929, borrowed something on 
their insurance.” 





Borrowing Own Money 


It reiterated the fallacious notion that 
a policyholder is “borrowing his own 
money,” and paying 6 percent for it 
while companies at the same time were 
making loans on the security of railroad 
bonds and mortgages at much lower 
rates. It overlooked completely the fact 
that policyholders can, and frequently 
do, borrow from banks on policies when 
interest levels are low. 





Blacker Picture of Future 
Helps to Sell Tycoons 





(CONTINUED FROM PAGE 1) 


The statement of net worth requires 
the listing of the following assets: 


Cash: 
Accounts and notes receivable: 
(a) Family. 
(b) Controlled corporations. 
(c) Others. 
Securities: 
Stock—Domestic: 
(a) Personal holding company. 
(b) Other. 
Stock—Foreign: 
3onds: 
(a) Federal farm loan act. 
(b) Obligations of United States is- 
sued on or before Sept. 1, 1917. 
(c) Treasury notes, bills and certifi- 
cates. 
United States savings bonds and 
treasury bonds. 
(e) Instrumentalities of United States 
other than (a) above. 
(f) State and municipal. 


(d) 


(g) Other. 
Mortgages. 
Real estate: 

(a) Land. 


(b) Improvements. 

Non-business property: 
(a) Residences. 
(b) Autos, yachts, ete. 
(c) Other. 

Partnership interests. 

Joint ventures. 

Syndicates. 

Leases or leaseholds. 

Business property not included elsewhere. 

Other assets. 

Total. 

The form provides room to list liabili- 

ties as follows: 

Accounts and notes payable: 
(a) Personal holding companies. 
(b) Banks, brokers. 
(c) Family. 
(d) Other. 

Mortgages. 

Business liabilities. 

Total. 

At the end there is a line for the state- 

ment of net worth. 





John G. Haas Dies 


John G. Haas, 56, of the Life Presi- 
dents Association’s legal staff died 
Monday in St. Luke’s hospital shortly 
aiter suffering a cerebral hemorrhage 
in Grand Central station. He formerly 
Practiced law in New York City and 
before that was with the Travelers. He 
Was a graduate of Yale. 








Aetna Life Agents Ruled 
Independent Contractors 





(CONTINUED FROM PAGE 3) 


rules and practices of the company. The 
provision relating to rules and instruc- 
tions does not mean, and is not in prac- 
tice construed to mean, that the general 
agent or the company has the right to 
direct or control the agent or broker by 
instructions or otherwise, as to the phys- 
ical conduct of his business.” 

The bureau held that the individuals 
submitting applications under single case 
brokerage agreement—the so-called over- 
the-counter business—also were indepen- 
dent contractors and not employes. 

The ruling was signed by Victor H. 
Self, acting chief of the social security 
tax unit. 


Ax to Descend on Tennessee 
Commissioner in Wrangle 





(CONTINUED FROM PAGE 3) 


and he is now proceeding to bear down 
on Mr. Crump in other directions. 

The governor is enabled to oust Mr. 
McCormack under the law revising the 
set up of the insurance department that 
was passed at the last regular session of 
the legislature. At that time a bill was 
passed placing the state fire marshal 
under the jurisdiction of the insurance 
department. In drafting the bill, how- 
ever, a change was made in the status 
of the insurance commissioner. Instead 
of being appointed for a fixed term, the 
language was changed so that the com- 
missioner holds office at the pleasure of 
the governor. 

Governor Browning has had two extra 
sessions of the legislature, to take away 
all of the powers in Shelby county, and 
the matters that have been passed have 
been referred to the supreme court for 
ruling that they were not passed con- 
stitutionally. 

Governor Browning has left for New 
York on the sale of some bonds and it 
is announced no change will be made in 
so far as the commissioner is concerned 
until the governor returns. Although the 
office of insurance commissioner hereto- 
fore has been left with Shelby county, 
that precedent will now very likely be 
broken. Governor Browning apparently 
will tolerate no recommendation that is 
made by Mr. Crump. Every appointee 
from Shelby county is being removed. 

The Tennessee administration com- 
mission has canceled a $306,500 policy 
covering the West Tennessee Teachers 
College for which Mr. Crump was agent. 
A $5,000 policy covering property in the 
state penitentiary has also been canceled. 
The teachers college policy had only 29 
days to run when it was canceled. 

Mr. Crump said that this policy had 
been written during the administration 
of Governor Peay about 13 years ago. 
Mr. Crump said he did not ask former 
Governor McAlister for any insurance 
despite the fact that Mr. Crump had 
supported McAlister strongly in every 
way. 

Mr. Crump said that he told Gover- 
nor Browning that he did not want any 
insurance. He said that he had no ax to 
grind. 





Two Agencies in Drought 
Area Write $1,000,000 





Two agencies of the Bankers’ Life of 
Nebraska have turned in total paid busi- 
ness of more than $1,000,000 this year. 
The E. F. Goodrich agency of Topeka, 
Kan., was first, and late in November 
V. A. Marshall, operating in southern 
Nebraska, crossed the line. H. O. John- 
son, general agent in southwestern Ne- 
braska, is close enough to justify inclu- 
sion before the year ends. Most of the 
territory they cover was included in 
the drought areas of the last two years, 
but they went out and looked for people 
who had money to buy life insurance— 
and found them, 
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You HAVEN’T TIME 
to make a NEW YEAR’S 


Resolution! 

















Don’t waste time making New Year’s resolutions. 


There’s too much going on—you may miss something . . . 


There’s too many new additional needs for life insurance 
springing up all about us. 


While we're writing our resolution, somebody else will be 
writing the application! 


Because— 
In 1938, 2,200,000 children will be born... 


In 1938, 1,250,000 people will unite in marriage to establish 
new homes. 


In 1938, 30,000,000 children will be sent to school by parents 
who want them to stay on through graduation. 


In 1938, 1,375,000 people will pass on to the Great Beyond, 
Some will leave an estate; others will leave nothing 


but bills. 


It’s our job to see that they all and everyone leave something 
behind—even if just enough for last illness and burial expense. 


So don’t waste time writing fancy resolutions. 
Spend your time in writing applications—applications that will 
benefit everyone concerned, including yourself! 
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Participating in the Festival of Friendship 


THE CHRISTMAS season has its own 
significance to various peoples, countries 
and individuals. It is many sided be- 
cause there are various viewpoints. Yet 
there is a universal heritage we find in 
this joyous period, a common possession 
and that is the glow of friendship. If 
this holiday time brings nothing else, it 
does kindle the noble sentiment of affec- 
tion for our friends. We become objec- 
tive at least for a while. Even when the 
spell has waned and there is a reversion 
to our old estate, there has been an en- 
nobling influence at work. And its bene- 
fits are not entirely spent. It has left its 
fertilization. 

We awake at this season to the knowl- 
edge that friendship is a priceless posses- 
sion. The good wishes expressed at this 
time are not feigned nor are they com- 
monplace. We put into them a warmth 
of feeling and a sincerity that is genuine. 
We find much more satisfaction in giv- 
ing than receiving. There is a fresh 
kindling of our emotions and love for 
others is stimulated. 

Once during the year at least we turn 
our eyes from the dross, the drab and 
somber and they are suffused with a su- 
pernal light. We see our friends in a 
new picture and love bursts into flame. 

This Christmastide widens our vision 
because we draw into our charmed circle 
many who during other times are but 
acquaintances. We extend our fond 
wishes to them and they seem closer to 
us. In our various relationships, those 
with whom we come in contact take on 
an appearance that is appealing. The 


bells of Christmas and the Yuletime 
chorus sing in all hearts and we are 
drawn into one family. 

Our mind takes us to distant points 
and we recall our friends far away with 
a new affection. They have grown in 
friendship stature. And, too, those whom 
we have loved-and lost, those that have 
waved a farewell to us as they passed 
beyond the hills come back in beatific 
splendor and we see them again as we 
once knew them. We are gladdened by 
these reunions, these quickenings of the 
spirit. 

We begin to feel that this marvelous 
adventure is a wonderful experience. It 
has brought to us kindred souls along 
the journey. We have had converse 
with them, they have made the onward 
pilgrimage more beautiful, more radiant. 

As we worship at the shrine of Friend- 
ship, as we feel the influence of kindlier 
emotions, we love mankind the more. 
In this process, we sink for the nonce, 
some of the more worldly attributes, 
those that are antagonistic and irritating, 
because as the fires of Friendship send 
out their cordial and healing warmth our 
hearts respond. 

The Christmas season with its colorful 
aspects and its spiritual influences cre- 
ates the annual pageant of Friendship in 
which we all take a part. 

Participating in this merry season, the 
members of Tue Nationa UNDERWRITER 
family express fond wishes for its read- 
ers and friends. May their light con- 
tinue to shed a hearty glow of rich and 
enduring friendship. 


Clerks Behind the Counters and Agents 


MANAGING Director Rocer B. Hut of 
the NationaL AsSOocIATION OF LiFE UNn- 
DERWRITERS in his talk before the annual 
meeting of the Boston association set forth 
in very clear and convincing terms the 
difference between insurance sold over the 
counter as is the case, for instance, with 
the Massachusetts savings banks and the 
Wisconsin state fund and that which is 
negotiated by an expert agent. 

The clerk behind the counter as Mr. 
Hutt has pointed out, is not capable of 
rendering any life insurance service. He 
simply takes an order. He does not know 
the needs of the applicant. He sells any 
policy that the applicant applies for re- 
gardless of its fitness. He called attention 
to a statement that had been made by a 
bank which supplies life insurance without 
any selling organization when it pontifi- 
cated, “We have no salesman on commis- 
sion and we would just as soon sell you 


straight life at $12 a year as a 15 year 
endowment at $60 a year.” 

That brings out the vast difference be- 
tween the experienced and reliable agent 
and the clerk who is simply taking an 
order. It makes no difference to the clerk 
what kind of insurance or a policy that he 
sells. It makes much difference so far as 
the agent is concerned if he has the needs 
of his prospect in hand and is able to pro- 
gram his insurance intelligently. 

The selling of insurance requires a dif- 
ferent kind of training and knowledge than 
the selling of merchandise. Insurance na- 
turally has an entirely different function 
than tangible things that one purchases. It 
is more complicated in its set up and is far 
reaching in its benefactions. 

The matter of selling life insurance re- 
quires a knowledge of contracts and the 
ability to study a prospect’s requirements 
so that they can be properly met by his in- 


surance. An agent is not only needed when 
the application is taken but his service is 
required as the years go by. The status of 
the assured may change. An agent’s advice 
is needed in arranging for settlement of in- 
surance under one or more of the income 
options. There may be adjustments needed 
after the policy is in force. 

The clerk behind the counter who is will- 
ing to sell any kind of a policy regardless 


THE WHIRLWIND talk with which JoHn 
MorreELL, Equitable Society, Chicago, de- 
lighted his New York City audience at 
their Life Underwriters Association meet- 
ing disclosed what can be done to handle 
the prospect who won’t buy any life insur- 
ance because he is so jittery about whither 
we are drifting. It has long been obvious, 
of course, that as a matter of pure logic 
the answer to inflation, heavier taxation 
and other fancied or real menaces, is more, 
rather than less, life insurance. Yet as a 
practical matter these clouds on the hori- 
zon have been anything but a sales stimu- 
lant for life agents. 

The difficulty of getting around the busi- 
ness men who are positive that Mr. RooseE- 
VELT is leading the country to destruction 
is that any agent who tries to talk them 
out of it makes himself suspect as an 
apologist for the New Deal and a target, 
along with the President, for Mr. Pros- 
pect’s tirade. On the other hand, if the 
agent humors the prospect and agrees with 
him that conditions are very deplorable in- 
deed, the interview rapidly assumes so 
dismal a tone that the possibility of clos- 
ing a sale becomes remote. 


WE are now confronted with a grave 
problem. Life Insurance Week was an 
easy phrase to use in connection with pub- 
licity but “The Annual Message of Life 
Insurance to the Public” is longer and will 
not fit into trade press headlines as well. 





of whether it fits or not is not competent to 
give life insurance advice. A trained agent 
is. A policyholder may at the start get his 
insurance cheaper over the counter. It may 
be the most expensive thing that he can buy 
in the way of life insurance in the long 
run. He needs an agent at his beck and 
call who not only can start him right but 
keep him right in his insurance relation- 
ships. 


Beating the Prospect to the Draw 


Mr. Morrell has spotted the weak point 
in his prospect’s armour, namely, that the 
business men who get purple in the face 
when discussing the New Deal are speak- 
ing from emotional bias rather than defi- 
nite knowledge. Actually they have no 
very clear notion of what’s ahead and are 
by no means as concerned as they say they 
are. If Mr. Prospect were as scared as he 
lets on, he would see that life insurance is 
the logical salvation for him. The truth is 
that he is very likely magnifying his fears 
because he thinks that will discourage the 
agent’s sales efforts. 

Mr. Morrell’s system is to flash the 
actual facts and figures for his prospect in 
such a dynamic fashion that the man be- 
gins actually to feel some of the concern 
that up to then he has been merely talking 
about. 

Not every one can use the highly drama- 
tic presentation of Mr. Morrell but his suc- 
cess shows that the business man must be 
awakened to his plight before he will buy 
life insurance to hedge against it, for it 
seems pretty clear that no matter how 
much talking he does the big business man 
doesn’t fully realize what he is in for. 


Let Roger Hull Offer a Prize 


Therefore, Rocer B. Hutt, managing di- 
rector of the NATIONAL ASSOCIATION OF 
Lire Unperwriters should offer a prize to 
the person who can bring out some short 
name or abbreviation for the new designa- 
tion. 











PERSONAL SIDE OF BUSINESS 





Mrs. G. W. Noble, wife of the late 
general agent of the New England Mu- 
tual Life, in Omaha, and mother of Will 
F. Noble, the present general agent, has 
returned from an extensive South Amer- 
ican trip. She has been visiting her 
daughter, Mrs. J. P. Stocker, in High- 
land Park, III. 





L. B. Dierkes, agency director of the 
New York Life, Cincinnati, will observe 
his 50th year of continuous service with 
the company Dec. 27. He entered the 
office at the age of 14. He was ap- 
pointed cashier in 1892, winning prizes 
several years in succession for making 
one of the best records on collections. 
He was appointed agency director in 
1899. One of the 24 men who are life 
members of the New York Life’s pro- 








duction club which requires an annual 


production of $200,000 for 25 consecutive 
years, Mr. Dierkes is the only member 
not in the field. 





B. R. Langley, San Antonio, Tex., 
state agency supervisor Protective Life 
of Birmingham, is recovering from an 
operation at a hospital there. 





Paul Brown, Great American Life, 
San Angelo, Tex., produced 34 applica- 
tions on individual lives in the 24 work- 
ing days of November. 





In celebration of the 25th anniversary 
of Dr. J. B. Wachtel with the Pacific 
Mutual Life in Oklahoma City, the C 
C. Day general agency conducted a four- 
week production contest with a banquet 
as a grand finale. The contest developed 
$500,000 new business. Special guests at 
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the banquet were W. R. Hoefflin, home 
office supervisor; Commissioner Read of 
Oklahoma; J. Henry Johnson, associate 
general agent National Life, and O. H. 
Wilson, former general agent Aetna 
Life. 

Dr. Wachtel leads his agency in 1937 
and stands fifth in the company. He 
has been a Big Tree Club member since 
its organization in 1913 and served as its 
president in 1917. 





J. H. Daggett, executive vice-president 
Old Line Life of America, has been elected 
president of the Milwaukee county com- 
munity fund and council of social 
agencies. Reelected directors were M. J. 
Cleary, president Northwestern Mutual 
Life; Bradlee Van Brunt, president of 
Geo. H, Russell Co. agency, and Victor 
Stamm, home office general agent of 
Nort*western Mutual. 





Miss Lillian Wille, assistant treasurer 
American Life Convention, Chicago, is 
bereaved by the death of her mother at 
the family home in St. Louis. Mrs. Wille 
succumbed due to a complication of dis- 
eases following several years of ill 
health. Miss Mildred Hammond, assist- 
ant secretary, attended the funeral serv- 
; in St. Louis, representing the 
A. 





John Davis Stamm, son of Victor M. 
Stamm, home office general agent North- 
western ‘Mutual Life at Milwaukee, and 
attache of the American embassy in 
Moscow, has arrived in America with 
Ambassador Davies and will spend the 
holidays with his parents in Milwaukee. 





L. J. Dougherty of Davenport, Ia., 
vice-president and director of the Occi- 
dental Life of California in charge of 
mid-western activities, has been on a 
visit to the home office in Los Angeles. 





Two Prudential home office employes 
were feted in recognition of long terms 
of service. R. V. Smith, manager mort- 
gage loan accounting department, has 
completed 35 years of service and A. T. 
McGowan, assistant manager claim in- 
spection department, has rounded out 25 
years. James Guest, assistant secretary, 
was toastmaster. 





Winner of a nation-wide sales contest, 
C. H. Thompson, Mississippi state agent 
of the Reliance Life, was honored at a 
banquet in Jackson attended by rank- 
ing officials of his company. 

Vice-president T. J. McKenna and 
Agency Vice-president H. T. Burnett 
represented the home office in the pres- 
entation of the Caritas cup, award given 
annually to the agency contest winner. 





The Missouri branch of the Business 
Men’s Assurance under R. J. Costigan 
honored A. W. Recker of Caruthersville, 
Mo., with a one-day drive. Mr. Recker 
that day celebrated his 25th anniversary 
with the company. He is the oldest ac- 
tive salesman in point of service. He 


hs presented a diamond B. M. A. but- 
on. 





Cc. C. Neslen, Utah commissioner, has 
resigned as a Mormon church bishop 
after serving in that capacity for a quar- 
ter of a century. He has had ecclesi- 
astical responsibilities comparable to 
those of any minister or pastor, plus his 
Professional duties. He has been bishop 
of the 20th ecclesiastical ward in Salt 
Lake City. 





W. H. Luellen, home office general 
agent of Alliance Life of Peoria, IIl., 
died the other day following an opera- 
tion in Methodist Hospital, Peoria. He 
joined the old Peoria Life, at Ypsilanti, 
Mich., in 1916, previously having been 
m the lumber business. Three years 











LIFE & ACCIDENT COMPANIES 


Inspectors of strong Belgian Fire Insur- 
ance Company (over 2,000 Agents) wish 
to obtain general Belgian Agency of first 
class life and accident company. Write 
details to Danaux, 135 Avenue des Ner- 
viens, Brussels, Belgium. 
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Poetical Agent Seeks 


the Muses’ Inspiration 





Claude N. Click of the Mutual Life of 
New York at Durant, Okla., jotted down 
the other day a jingle applying to life 
insurance. It reads: 


A friend, today, was wondering why 
The life insurance companies give 
Long odds, each year, that men won't die, 
And “what’s ir store for those who 
live.” 
So, for his benefit Ill try 
To let insurance make reply. 


T’ll bet you twenty-five to one, 
Each year for twenty-five, 

That when that much more time has run 
You still will be alive. 


But if perchance you do not live 
Quite long enough to get 

The quoted odds that I now give, 
Your folks collect the bet. 


If you do live, no one has lost; 
For here’s the part that’s funny: 
I’ll give you back each dime of cost, 

With interest on your money. 


My name is life insurance. 

I give you this assurance: 
You do not have to die to win! 
With twenty billion “iron men,” 








later he was made Kansas state manager 
and became home office general agent 
for Alliance Life when that company 
reinsured the business of the Peoria Life, 
three years ago. Mr. Luellen’s office 
has been the leading agency in new busi- 
ness written. For the current year the 
production will be about $500,000. 





Price Russell, who served as Ohio in- 
surance superintendent under Governor 
Cox, died the other day in LeRoy, O., 
at the age of 72. Since 1934 he had 
been treasurer of Ohio Farmers and 
Ohio Farmers Indemnity of LeRoy. 





U. D. Ward, for 25 years with the 
Milwaukee branch office of the New 
York Life, who will retire Jan. 1 as 
agency director for Wisconsin, joined 
the New York Life as a clerk in the 
Philadelphia office in 1901. He went 
to Milwaukee in 1912 as cashier, after 
similar service in a number of other 
cities. Six years later he was promoted 
to agency organizer and in 1927 he suc- 
ceeded S. O. Buckner as agency direc- 
tor, supervising the work of 125 agents. 
After spending the winter in Florida, 
Mr. Ward will return to Milwaukee. 

He will be succeeded by Walter Weis- 
singer, agency director of the Fargo, 
N. D., branch, who will be director for 
Milwaukee, and by Carl Reiss, agency 
organizer, who will be in charge of 12 
southeastern Wisconsin counties. 

The American Conservation Company 
of Chicago headed by President H. G. 
Shimp announces that with the Decem- 
ber issue the “American Conservation- 
ist” will be discontinued. The house 
organ has been issued for seven years 
and has brought out in unique and his- 
torical array many valuable life insur- 
ance contributions. It undoubtedly has 
been an expensive proposition. 








Miss Sara Frances Jones of the Equi- 
table Society at Chicago wrote $302,858 
insurance during November, producing 
12 cases, there being nine with settle- 
ment, the premiums being $10,724. She 
had given the two months preceding to 
addressing meetings of life underwriters 
which required considerable travel and 
preparation. 


Camp Addresses Realtors 


E. A. Camp, Jr., treasurer Liberty Na- 
tional Life, spoke on “What the Life 
Insurance Company Expects of Its Ap- 
praisers” before the Birmingham Real 
Estate Board. 





YOU GET A COPY of the big “Survey 
Edition” of The Accident & Health Review 
if you subscribe now. Sample copy of 
regular edition 10c. 175 West Jackson 
Blvd., Chicago. 














GENERAL AGENCY NEWS 


— 





Vaden Is Honored at End 
of 30th Prudential Year 





WHEELING, W. VA.—C. A. Vaden, 
West Virginia manager ordinary depart- 
ment Prudential, was honored on his 
30th anniversary and his induction into 
the “old guard” at a dinner at which 
A. E. N. Gray, assistant secretary, was 
toastmaster. 

Mr. Vaden joined Prudential Nov. 1, 
1907, as Norfolk manager. Five months 
later he was transferred to Wheeling. 
He organized the Life Underwriters 
Association and is one of the insurance 
pioneers in the West Virginia territory. 
In the past 16 years he has written per- 
sonally an average of $1,412,700 annu- 
ally, a grand total of $22,485,303, all in 
addition to his agency yield. 





Mr, Vaden has been active in public 


affairs, and received congratulations 
from officials and friends in the organi- 
zation. Among those who spoke during 
the evening were W. S. Fuller, Cincin- 
nati manager; Hyman Cohen, Fairmont 
agent, who presented on behalf of all 
agents a basket of flowers, each flower 
representing a policy, each color repre- 
senting a policy of different size, in 
honor of Mr. Vaden’s 30th year; T. F. 
Burdette, Charleston, leading agent in 
the Wheeling district; Earl Yago, Mu- 
tual Life, Wheeling, and Theodore 
Miller, supervisor of the district of 
which West Virginia is a part. 





Entertain San Antonio Agency 


Ted Voigt, San Antonio, southwest 
Texas agency manager West Coast Life, 
and J. P. Robinson, superintendent of 
the southern department, were hosts to 
the agency and office force at a luncheon 








BE RESOLUTE IN THIS 


A new year is just around the corner. 


There are millions of men and women who have 
too little insurance, or none at all. 


Some of them are your responsibility 


if you are a salesman of such pro- 


tection. 


Determine to do your part by giving 


them an opportunity to start the 


year 1938 on a more secure basis. 


Tell them what life insurance 
can do for them and 
their dependents. 





Ged) eudential 


Susurauce 


EDWARD D. DUFFIELD, President 


Company of America 


Home Office, NEWARK, N. } 
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Ule Have AN 


INCOME -PRODUCING 
OPPORTUNITY 
FOR YOU, 100 


MARCEL DREYFUS BUILT HIS 


COMMONWEALTH LIFE AGENCY 


TO A $1,500,000 ANNUAL BASIS 


IN. ONLY FIVE YEARS AT 
YOUNGSTOWN, OHIO 


The Steel Mills and Banks were 
closed in 1932 when Mr. Dreyfus 
opened his Commonwealth Life 
Agency. Even the insurance com- 
pany was unknown in his city. 
These would seem to be crushing 
handicaps to most persons. But he 
knew that there was one great fac- 
tor in his favor—the support which 
Commonwealth Life gives its men 
to build profitable agencies — 
quickly. 
You can climb just as 
high with this helpful, 
growing company. For 
full details write 


J. HERBERT SNYDER, 
VICE-PRESIDENT 


MANAGER OF AGENCIES 


COMMONWEALTH 
LIFE INSURANCE COMPANY 


Home Office - LOUISVILLE, KENTUCKY 








in San Antonio. Mr. Robinson empha- 
sized the importance of a cooperative 
attitude on the part of an agent’s wife 
and the importance of consistent intelli- 
gent planned work in producing business. 


White Agency Luncheon 


A buffet luncheon was held by the 
Newark agency of the John Hancock 
Mutual Life, of which William A. White 
is state agent. Awards were made to 
the winners of the three months’ pro- 
duction contest, 


Fort Wayne Agents Meet 


The Fort Wayne, Ind., agents of the 
Columbus Mutual Life entertained their 
wives at their December meeting with 
Thomas R. Martin discussing ‘“Essen- 
tials of Life Insurance,’ and Robert 





Barr, “Agency Building.” R. G. Mc- 


Clure was in charge. 


Minninger Gives Talk 


Frank M. Minninger, Jr., Newark 
manager of the Connecticut General 
Life, spoke on “Romance in Records” at 
a meeting of the Phoenix Mutual Life 
Agency in Newark under Manager 
Llovd D. Harrison. 


Remien Agency Dinner 

GRAND RAPIDS, MICH.—The 
most successful year of the H. C. 
Remien general agency of the Connecti- 
cut Mutual Life was celebrated by a 
dinner attended by P. M, Fraser, vice- 
president, and H. N. Chandler, secre- 
tary. Mr. Fraser spoke on general com- 
pany matters and Mr. Chandler on de- 
ferred return agreements and trusts. 








LIFE AGENCY CHANGES 





W. H. Griswold Will Retire 


Veteran General Agent of the Mutual 
Benefit Life Has Been in Service 37 
Years 


William H. Griswold, general agent 
at Hartford for the Mutual Benefit Life, 
has announced his decision to retire 
from active general agency work Dec. 
31. Although he has not determined 
his retirement plans, Mr. Griswold, the 


WILLIAM H. GRISWOLD 


cempany’s senior general agent, expects 
to begin a well-deserved retirement after 
37 years of unusually active and loyal 
service. Until a successor to the gen- 
eral agency has been chosen, the man- 
agement of the agency will be assumed 
by the company with E. Randolph Har- 
rison: as sales manager and Ben H. 
Kenyon as cashier and office manager. 

Mr. Griswold concludes his active as- 
sociation with the company as general 
agent at Hartford, in which territory he 
received his early life insurance training 
with the Mutual Benefit. In November, 
1900, he joined that agency as soliciting 
agent, later becoming a district agent in 
Connecticut territory. In February, 1904, 
he was appointed general agent at Provi- 
dence, R. I. He continued in Providence 
to build for himself and the company a 
reputation for efficient service until 
April, 1921, when, on the death of his 
former general agent, he succeeded to 
the general agency at Hartford. 

Mr. Griswold was born in Goshen, 
Conn., in 1859. He prefaced his Mutual 
Benefit service by sales experience with 
the Eagle Lock Co., his territory includ- 
ing the whole country east of the Mis- 
sissippi. Then for several years he was 
general manager of the Seth Thomas 
Clock Company before entering life in- 
surance. 





Northern Iowa Reorganized 


F. W. Osmundson Takes Charge of 
the Combined Territory Supervised 
from Mason City and Ft. Dodge 


The Equitable Life of Iowa announces 
the reorganization of its northern Iowa 
territory with F. W. Osmundson as gen- 
eral agent with office in 502 First Na- 
tional Bank building, Mason City. This 
action is in harmony with the wishes of 
W. E. Cadwell, who for more than 20 
years has been general agent at Ft. 
Dodge and vicinity. He will now be- 
come an agent for Ft. Dodge and devote 
his entire time to writing personal busi- 
ness with offices in the Snell building. 
Mr. Osmundson now has under his 
direction the combined territory for- 
merly conducted from Ft. Dodge and 
Mason City. He has served the Equi- 
table since 1924 as agency supervisor 
and general agent. He has developed an 
active agency organization in northern 
Jowa with headquarters in Mason City. 

R. B. Reynolds, agency superintendent 
for the Mason City agency, is being 
transferred to Ft. Dodge with offices in 
the Snell building as agency supervisor 
for the Ft, Dodge territory. He has had 
a good record as an Equitable agent. 


Fuller oo Jesse Smith 


Cincinnati Manager of the Prudential 
Succeeds the Veteran Chicagoan Who 
Is Retiring from Active Work 


_W. S. Fuller, manager of the Pruden- 
tial ordinary agency, Cincinnati, has 
been appointed manager of its Chicago 
office in the Field building, one of the 
largest among the Prudential‘s 70-odd 
ordinary agencies, succeeding Jesse E. 
Smith, who is retiring the first of the 
year. Mr. Fuller entered the business 17 
yéars ago in Mr. Smith’s office as a spe- 
cial agent and therefore returns to his 
old stamping ground. It was Mr. Smith’s 
desire that Mr. Fuller succeed him and 
the home office apparently was of the 
same mind. In 1930 Mr. Fuller was ap- 
pointed manager at Davenport, Ia., open- 
ing the office in that city. He has been 
in Cincinnati four years, succeeding H. 
C. Cross, who was transferred to Phila- 
delphia. When he was in personal pro- 
duction he wrote over $1,000,000 an- 
nually for several years, setting 100 lives 
a year as his objective. His production 
the first five years in business was: 1922, 
$58,850; 1923, $113,500; 1924, $416,373; 
1925, $553,711; 1926, $1,008,582. Mr. 
Fuller attended Knox college. He 
served in the 86th division of the U. S. 
Army during the war, attaining the rank 
of major. 

R. Q. Milstead, assistant manager at 
Cincinnati, succeeds Mr. Fuller there 
as manager. Mr. Milstead started with 
the Prudential in Kansas City, Mo., in 
1925 in the industrial department. <A 
year later he was promoted to assistant 








To Retire Jan. 1 





JESSE E. SMITH 


superintendent and in 1927 was trans- 
ferred to the ordinary department, be- 
coming a special agent in St. Louis. He 
was appointed assistant manager there 





to work 
for a company 
where friendliness 
and liberal com- 
missions are big 
items... 


Desirable territory available 
in Mo., Ark., Okla., Texas, Neb., 
Colo., Utah, Wyo., and Florida. 
Write J. DeWitt Mills, Vice- 
Pres., for agency information 
and a copy of ‘Field Features.” 
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in 1932 and later in the year was trans- 
ferred to Cincinnati. 

The Cincinnati office under Mr. Fuller 
and Mr. Milstead has come forward rap- 


idly. In an elimination contest among 
the ordinary department’s four divisions 
in October on a quota basis, Cincinnati 
in the northern division was the leading 
agency with 137.4 percent of quota. The 
following month, Cincinnati defeated the 
leading agencies of the other three di- 
visions with 180 percent of quota. 

Brooks Fuller, a son of Mr. Fuller, 
is an agent for the Prudential in Chi- 
cago, representing the company since 
his graduation from the University of 
Illinois in 1929. 


Smith 37 Years With Prudential 


Jesse E. Smith, who will resign Jan. 1 
as manager of Prudential’s Chicago and 
northern Illinois ordinary department, 
has spent 37 years in the business and 
has represented no other life company. 
Mr. Smith started with the Prudential, 
Feb. 12, 1901, as a special agent, becom- 
ing a general agent in 1905, when he 
became head of the newly created 
northern Illinois and Chicago branch. 
This was the first ordinary office of the 
Prudential in the territory. Mr. Smith 
was born in Plainville, R. I., educated in 
the public schools in Connecticut, com- 
ing to Chicago in 1880. He can boast of 
a proud ancestry; his great-great-great- 
grandfather, G. F. Claghorn, built the 
frigate “Constitution.” Although he 
started business practically from scratch, 
his office has a very large amount of in- 
surance on the books and a substantial 
premium income. Mr. Smith was per- 
haps one of the first million dollar pro- 
ducers in this country, having achieved 
that rank in 1908. His retirement will 
be a loss to the insurance fraternity gen- 
erally, as he has a wide acquaintance- 
ship. He is 73 years old. 





Gustafson to Ohio State 
as Manager in Louisville 





Alford Gustafson has been named as 
manager of the new Louisville agency 
of the Ohio State Life, with offices at 
224 Heyburn building. Mr. Gustafson 
has had more than 14 years experience 
in life insurance as agent, general agent 
and home office supervisor. He is a na- 
tive of Boston and attended Dartmouth 
College. Entering the life insurance 
business in 1923 as field superintendent 
for the American Central Life, Mr. Gus- 
tafson advanced rapidly, becoming in six 
years chairman of the agency committee. 
In 1932 he was appointed general agent 
of the Union Central Life in Louisville. 


Foster Takes Fort Worth Office 


Horace Foster has been appointed 
manager of the Connecticut Mutual at 
Fort Worth, Tex., succeeding R. F. 
Young, who has gone to Cravens, Dar- 
gan & Co. of Houston as manager of 
their life insurance department. Mr. 
Foster for some months has been asso- 
ciated with the Dallas office. He went 
there from Pittsburgh where for 14 years 
he was an agent of the Northwestern 
Mutual. He is a graduate of the life in- 
surance school of the University of Pitts- 
burgh and studied law at the University 
of Indiana. He is a native of the south- 
west. 








Armstrong Advanced 


A. E. Armstrong, who was recently 
appointed field supervisor of the group 
division of the Aetna Life, Cincinnati, 
succeeds H. N. Lonegran, now general 
agent at Albany, N. Y. Mr. Armstrong 
went to Cincinnati from Houston, where 
he had been with the Aetna’s group divi- 
sion seven years. Prior to that, he spent 
three years in the New Orleans and At- 
lanta offices. L. W. English, home of- 
fice group representative assisting Mr. 
Armstrong, went to Cincinnati a short 
time ago after graduating from the home 
office training school in Hartford. 





Nadel Dallas Manager 


S. J. Nadel has been named manager 
of the Dallas branch office of the Equit- 





able Society by Lloyd W. Klingman, 
north Texas agency manager. Mr. Na- 
del and ‘Mr. Klingman are now shaping 
plans for an intensive sales campaign 
in Dallas. 

Mr. Nadel has been in life insurance 
work in Dallas for 15 years. For ten 
years he was agency manager for a 
large company. He was one of the first 
men in Texas to receive the C. L. U. 
degree. 


Ingraham Joins Stoessel 


R. L. Ingraham has joined the Los 
Angeles agency of the National Life of 
Vermont, W. J. Stoessel, general agent, 
as associate general agent in charge of 
brokerage. For 3% years he has been 
associate general agent in charge of the 
Los Angeles agency of the Connecticut 
Mutual Life, during the illness of S. S. 
Northington, general agent, who re- 
sumed active work Oct. 1. He has spent 
over 20 years in life insurance, and has 
been in supervisory work on the Pacific 
Coast for 14 years. 


Marsh Takes Spokane Post 


George J. Marsh has been named as 
agency director of the New York Life 
for the Inland Empire, with offices in 
Spokane, Wash. He will succeed J. I. 
McKnelly, who is retiring after 33 years 
of service. 

Mr. McKnelly has been with the Spo- 
kane office since the agency was estab- 
lished in 1911, most of the time as di- 
rector. Mr. Marsh has been assistant 
to the agency director in the San Fran- 
cisco branch. 


Names McCullough in Butte 


The Occidental Life of California has 
appointed F. L.. McCullough general 
agent in Butte, Mont. He was with the 
Northwestern National Life in its home 
office from 1929 to 1935. For two years 
he has been with the Minnesota Mutual 
Life at Fort Peck, Mont., and has an 
excellent record in personal production. 








Joins Life of Virginia 

A. D. Crutchfield, Jr., formerly field 
manager of the Richmond, Va., office of 
the Equitable Society, has joined the 
sales staff of H. R. Hill, district mana- 
ger for the Life of Virginia in Rich- 
mond. He is a nephew of the late E. 
M. Crutchfield, long general agent in 
Richmond for the Equitable. 





Samels Minneapolis Manager 


Raymond A. Samels has been ap- 
pointed Minneapolis manager of the Fi- 
delity Mutual with offices at 606 North- 
western Bank building. He attended 
the University of Minnesota and has 
had a number of years experience in 
life insurance. 


Takes on Occidental Life 


The Harrington-Hoch agency, at 
Richmond, Ind., has been appointed 
general agent of the Occidental Life of 
California for surrounding counties in 
Indiana and Ohio. T. C. Harrington is 
president and J. J. Hoch secretary- 
treasurer. 





J. S. Smith, with the Pacific Mutual 
Life 1920-1929, but more recently in other 
lines of work, has been appointed Austin, 
Tex., district manager, with offices in the 
New Masonic building, by D. J. Farrell, 
San Antonio, general agent. 





New Illustration Forms 


Agency Manager I. W. Devoe of the 
Bankers Life of Nebraska is outfitting 
his field men with six new illustration 
forms that he expects to be of great 
aid to them in sales presentations. When 
the first page of the form is turned back, 
the copy is in logical sequence, based 
on the type of policy presented. They 
do not include any sales arguments, 
merely an illustration sheet to guide the 
salesman. 





A. B. Dygert, president Minneapolis 
Life Underwriters Association, has been 
named chairman of the annual campaign 





to raise funds for the Y. M. C. A. youth 
guidance program. 
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John Hancock Revamps Field 


Several Veteran Eastern Managers 
Retire as Deputies—Barnicle to New 


York 








The John Hancock Mutual Life has 
announced several changes in its indus- 
trial division. E. W. Lee is retiring as 
manager of New York 3 after 55 years 
of service to be succeeded by W. J. Bar- 
nicle, formerly manager at Elizabeth, 
N. J. Eugene Brennan, who retires as 
manager at Hartford after 40 years serv- 
ice, is succeeded by T. M. Hensey, for- 
merly manager at Haverhill, Mass. Mr. 
Lee and Mr. Brennan will become dep- 
uty managers. 


Martin to Haverhill 


Manager C. C. Cook of Jersey City, 
N. J., has been granted a leave of ab- 
sence owing to ill health. He has been 
with the John Hancock since 1904. N. 
M. Sassano, who has been manager at 
Allentown, Pa., succeeds Mr. Cook. 

Mr. Barnicle started as agent for the 
John Hancock at Brockton, Mass., in 
1912, was made assistant manager at 
Waltham in 1918, district manager at 
Allentown in 1932 and manager at Eliza- 
beth in 1933. 

Mr. Hensey started as an agent at 
Waterbury, Conn., in 1924, two years 
later being made assistant manager. He 
was made manager at Haverhill in 1935. 
Mr. Sassano started as an agent in 1920 





at New London and Schenectady and 
was appointed assistant manager of 
Brooklyn 1 in 1926. 

J. C. Martin has been promoted from 
assistant manager of Boston 2 to man- 
ager at Haverhill. He has been with 
the Boston agency 14 years. After three 
years as an agent he became district in- 
spector and was made assistant manager 
in 1926. 

R. C. Barrington becomes manager at 
Allentown. He has been assistant man- 
ager at Philadelphia 4 since 1919. He has 
been with the company 20 years. 

J. J. Hughes, Stamford, Conn., man- 
ager, and J. H. Grady, Fall River, Mass., 
manager, have been named deputy man- 
agers. G. O. Gelinas, assistant manager 
at Brockton, becomes Fall River man- 
ager, and LeRoy B. Moriarty, Stamford 
assistant, becomes manager there. Robert 
Cardwell, assistant manager at Eliza- 
beth, has been made manager. 

J. F. Meehan is promoted from assist- 
ant manager at Hackensack, N. J., to 
manager of the New Brunswick, N. J., 
which will be opened and will cover 
Plainfield and Perth Amboy. 





American Bankers Conference 


Industrial managers and superinten- 
dents of the American Bankers held a 
conference at the home office in Jack- 
sonville, Ill. Company officers outlined 
plans for 1938. The two day session con- 
cluded with a dinner at the home of 
President C. Y. Rowe. 

Honors for the year’s record went to 

















How quickly would the loss of you 
and your income leave your wife 
without money to meet the bills? 

As your widow, how long could 
your wife afford a pleasant home? 
-.-Could she afford school 
expenses for your children? ... 


could she afford to be your 
widow? 

“Yes” is the answer if 
you adopt our Family 
Income Plan that assures 
money every month to 





education of your children. 

And the dollars placed underthis 
plan do double duty, because they 
also guarantee to you a Monthly 
Income for Life if you live to retire- 
ment age...so that you can afford 
to enjoy your retirement years. 

Write for our illus- 
trated brochure with 
complete details of this 
plan. You may learn 
something that will 
affect all the rest of the 


your family and also Every bastend should face the years Of your life. Send 
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Manager R. A. McMillan of Danville 
for 100 percent collections and substan- 
tial increase. President Rowe reported 
improved collections, excellent increase 
and favorable mortality for the year. 





Yanosy Is Honored 


Metropolitan Life representatives in 
the office of Manager Yanosy, 
Roxbury, Mass., gave a dinner for him in 
observance of his 20th anniversary with 
the company. He has been in Boston 
for about two years, going to his present 
district in Roxbury from Danbury, Conn. 


Move S. C.’State Office 


The Prudential has transferred its 
South Carolina state office from Charles- 
ton to Columbia. J. W. Coleman is 
manager of the new Columbia office. 


C. I. O. Claims “Blank” Strike 
Being Held in New York 


NEW YORK—A new technique in 
C. I. O. strikes was claimed by organ- 
izers of an alleged “blank” strike of John 
Hancock industrial agents in the New 
York area which was reported by the 
Industrial Agents Union of C. I. O. to 
be nearly 100 percent effective and af- 
fecting 1,000 agents. The men were said 
to be collecting their debits but failing 
to turn in new business reports. The 
union charged the John Hancock broke 
off negotiations which have been on for 
three weeks, which caused the strike. 
The John Hancock’s local industrial 
agency department branch at 42nd street 
and Park avenue stated the truth or 
falsity of these claims could not be as- 
certained until district offices turned in 
reports. 

Demonstrations were held here this 
week in the vicinity of district offices, 
and another is scheduled for 11 a. m. Fri- 
day near the 42nd and Park avenue office 
in which, C. I. O. organizers claim, sev- 
eral thousand will participate. The or- 
ganizers claimed anti-union tactics 
caused the difficulties. 




















As SEEN FROM CHICAGO 





GARRETSON IN CHICAGO 


Appointment of a manager to succeed 
D. J. Cranston, Fidelity Mutual Life, 
Chicago, who resigned a short time ago 
to join the William M. Houze agency, 
John Hancock, has not yet been made. 
The agency is under the supervision of 
H. J. Garretson, assistant manager of 
agencies from the home office who has 
made Chicago his temporary headquar- 
ters. Mr. Cranston was manager for 
three years and prior to that was with 
the Equitable Society there. A manager 
is expected to be named about Jan. 1. 





BIG CENTERS FEEL THE BRUNT 


As one gets away from the big cen- 
ters, especially where there is consid- 
erable manufacturing and where there 
are groups of various enterprises that 
feel more or less the effect of any de- 
cline in business, he discovers that life 
insurance men are moving along in very 
good shape. In the cities there has been 
a distinct falling off in production. In 
the so-called agricultural districts or in 
points where manufacturing is not the 
chief industry people are buying life_in- 
surance in reasonable amounts. The 
chief decline is felt in New York City. 
However, Boston, Philadelphia, Chicago, 
Detroit, Cleveland, Pittsburgh and other 
cities have felt the impact the last two 
months. Agency managers therefore 
are encouraged to push harder outside 
these metropolitan centers. 





INSURANCE CLUB HOLDS MEETING 


W. F. Kuffel, Phoenix Fire, Hartford, 
who is acting chairman of the Insurance 
Club of Chicago, announced at a recent 
meeting that officers would be elected 
and committees formed at a session the 
middle of January. More than 75 at- 
tended and the Underwriters Labora- 
tories film was shown. There was dis- 











with the Montana Life. 





(NUMBER TEN OF A SERIES) 


Why Agents Come— 
and Stay— With the 


MONTANA LIFE INSURANCE CO. 


A General Agent speaking: 


"| have been happy during the three years | have been 
Here are some of the reasons: 
|. It is a western company. 2. Its rates are in line with those 
of other companies. 3. It offers a variety of policies equal 
to any company. 4. All agents, new and old, are subject 
; to the same privileges and regulations. 5. Its Home Office 
is close to the territory. 6. In security, it is second to none. 
It is the only company in my territory that has on deposit 
with its home state an amount larger than the legal reserve 
demanded. 7. No company could be more cooperative to 
both agent and policyholder. When it comes to supervision, 
it gives practical, not theoretical assistance." 


Lee Cannon, Agency Vice President 
HELENA, MONTANA 























cussion of underwriting principles un- 
derlying extended coverage and other 
problems which members brought up in 
an open forum. Suggestion was made 
to have a round table discussion at a 
future session on U. & O. An effort 
is being made to secure C. A. Snow, 
Phoenix of Hartford; Harry Thiemeyer 
and W. S. Foster, North America, and 
Frank L. Erion, independent adjuster, 
to discuss the subject. It is also hoped 
that someone from the insurance de- 
partment can be obtained to discuss 
automobile rating. The club has become 
unusually active along educational lines 
and has shown an outstanding increase 
in membership during the last few 
months. Women are eligible to attend 
the meetings and are invited to become 
members of the club. Life people are 
also. invited. 





TARRANT RETURNS HOME 


Berrien Tarrant, the new Chicago 
manager of the Canada Life, has been at 
the head office getting acquainted with 
the officials and department heads. He 
expects to extend the Chicago activities 
gradually. The Canada Life enjoys a 
splendid reputation and in due season 
the Chicago office will give a good ac- 
count of itself. Mr. Tarrant has been 
prominent in the supervisors association. 





MANY TO SHOW 1937 INCREASES 


November turned out to be a fairly 
bad month for many life agents in Chi- 
cago, thus duplicating the national trend 
which developed an overall decrease in 
new production for the month. A num- 
ber of Chicago agencies, however, suc- 
ceeded in placing substantial business on 
inheritance tax cases and thus main- 
tained their production level. Produc- 
tion seems to have picked up a bit in 
December. On the whole, agencies prob- 
ably will show improvement over 1936, 
some by large percentages. 





TESTIMONIAL DINNER TO IRELAND 


J. S. Ireland, superintendent of agen- 
cies eastern division, Sun Life of Canada, 
was accorded a testimonial dinner in 
Chicago at which more than 100 at- 
tended. The Chicago agency presented 
him with an antique Sheffield plate 
venison server. The dinner was given in 
celebrating the fact that the Chicago 
agency was winner in the eastern U. S. 
department in a production contest this 
month. J. A. Yeager and B. B. Kessler 
who exceeded quota with the highest 
percentage in paid for business were pre- 
sented with silver trays. Among those 
attending the dinner were W. S. Penny, 
director of agencies from the head office, 
and C. Heyl, superintendent of the 
newly created central division, Others 
included L. V. Drury, Peoria, Ill., mana- 
ger, whose agency was second in the 
contest; E. W. Owen, branch manager, 
Detroit; W. M. Eastcott, manager Grand 
Rapids, Mich., his agency being third, 
and W. H. Atterbury, Indianapolis man- 
ager. D. J. Scott, manager Chicago 
branch, led his agency in volume and 
percentage of quota. The contest period 
closed Dec. 12. 





MORRIS EXPERT ENTERTAINER 


Fred H. Morris of the Paul W. Cook 
agency of the Mutual Benefit Life in 
Chicago has been appointed on the 1938 
convention committee for the annual 
roundup at the Edgewater Gulf, April 
6-8. He is in his second year in life 
insurance and has paid for more than 
$300,000. In addition to life insurance 
he directs a glee club which has broad- 
cast football programs over the Chicago 
broadcasting stations for Standard Oil 
and currently is sponsored by the Chev- 
rolet. 

When he was three years old he per- 
formed on the Pantages and Orpheum 
circuits with his father, mother and 
brother. When Fred Morris graduated 
from the Caldwell, Ida., high school, his 
father took over the high school quartet 





that the boy had organized and went on 
the Chautauqua circuit for three years, 
Fred Morris attended the University of 
Illinois and among the various jobs that 
he undertook to meet his, college ex- 
penses he organized a male quartet and 
for three years he became a headline 
entertainer for campus affairs and civic 
clubs throughout the state. During the 
summer season after his sophomore year 
he went on the road with his father and 
the quartet. Following his junior and 
senior years he worked as athletic as- 
sistant and counselor in charge of music, 
dramatics and Sunday morning services 
at a summer camp. After graduating 
from the University of Illinois, with 
three college mates he went on a 
freighter to the Baltic Sea, bicycled from 
Copenhagen and entrained at Coblenz 
for Paris. He became a page boy at the 
American Library and a member of the 
American Cathedral choir. At the 
American church he put on a minstrel 
show, the first in Paris for 20 years. 
When he returned to America he went 
with the Goodyear Tire & Rubber Co., 
resigning in February, 1936, to join the 
Mutual Benefit in Chicago. 





NEW YORK LIFE DINNER 


The New York Life agencies in Chi- 
cago held their annual dinner dance for 
those who qualified in the fall produc- 
tion campaign. E. W. Hunt, LaSalle 
street branch agency director, intro- 
duced Lloyd Lafot, the new Chicago 
supervisor. O. R. Carter, inspector of 
agencies for northern Illinois, spoke. 





APP-A-WEEK FOR 1,000 WEEKS 


Raymond A. Schulein, with the Insur- 
ance Exchange building branch of the 
New York Life in Chicago, completes 
20 years of service with that company 
Jan. 1. The officials have presented him 
a certificate giving recognition of his 
having secured one or more applications 
each week for 1,000 weeks. Vice-presi- 
dents Wickett and Langmuir and 
Agency Supervisor Lloyd Lafot of Chi- 
cago have presented him with a testi- 
monial of their appreciation, 

Two other members of the branch 
who will soon complete 20 years of serv- 
ice are Albert Gorchoff who wrote 
$100,000 in November and is a member 
of the $200,000 Club and A. Nathanson, 
who is a member of the $100,000 Club. 





QUALIFY 100 PERCENT IN CONTEST 


N. M. Becker, unit manager Lust- 
garten agency Equitable Society, Chi- 
cago, succeeded in qualifying his force 
with a 100 percent average in a recent 
contest in honor of Vice-president W. J. 
Graham. The contest was held during 
November, agents being required to write 
a minimum of six apps. All agents in 
the unit wrote seven or better with a 
total volume of $872,484. Nearly a mil- 
lion will be reported for the ax during 
December, according to Mr. Becker. 





PAUL COOK TO TAKE EASTERN TRIP 


Paul Cook, general agent Mutual 
Benefit Life, Chicago, will be at the 
home office during January where, with 
a number of other general agents and 
agency supervisors, he will take an in- 
tensive course in the special sales presen- 
tation system which the company intro- 
duced last spring. Similar groups from 
various agencies have been taking these 
courses for most of this year. 





AETNA LIFE SALES CONGRESS 


The annual sales congress of the R. S. 
Edwards general agency of the Aetna 
Life, Chicago, will be held in that city 
Jan. 20. It will be attended by a num- 
ber of home office officials, including 
A. H. Hiatt, assistant superintendent of 
agencies, and E. H. Snow, agency assist- 
ant, both of whom formerly were mem- 
bers of the Edwards agency. There will 
be a morning and afternoon session with 
program of informative and inspirational 
talks, sales demonstrations and skits. 
the evening will be held the “Big Ten" 
alumni banquet, of men who qualified 
for the honor club. The congress program 
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will be devoted largely to explanation 
and demonstration of the Aetna’s estate 
control plan, in developing which Mr. 
Snow had a leading part. He and Mr. 
Hiatt will give a skit built around this 
plan which they presented at the gen- 
eral convention in Colorado Springs 
some time ago and Dwight Teas, Wis- 
consin Rapids, Wis., agent, will give a 
talk on estate control plans that he gave 





at Colorado Springs. The afternoon ses- 
sion will be divided into life, accident 
and group insurance discussion groups. 
Art Hicks of Joliet, Ill. a leading agent 
and chairman of the Big Ten in the Ed- 
wards office will be toastmaster at the 
dinner. The agency is conducting a 
Christmas bazaar, agents winning choice 
of various presents by their production 
on a point basis. 








NEWS OF THE COMPANIES 





Wondon Central Takes 


Over National Assurance 





LINCOLN, NEB.—A contract 
whereby the Woodmen Central Life of 
Lincoln reinsures. the $768,000 of life in- 
surance on the books of the National 
Assurance, also of Lincoln, has been ap- 
proved by Insurance Director Smrha. 
The latter company turns over the $55,- 
000 of reserves held against these poli- 
cies and in return the Woodmen Central 
assumes all liabilities under those poli- 
cies. It agrees also to pay renewal com- 
missions of 744 percent for seven years 
on endowment savings certificates, a 
form of thrift policy of which the com- 
pany has $170,000 outstanding, and 10 
percent on renewals of life policies. The 
National Assurance agreed that immedi- 
ately upon the approval by the director 
it would reduce its capital from $117,000 
to $50,000, to take care of an impairment 
of $45,000. 

The National Assurance was organ- 
ized in 1934 by G. L. Waters, L. L. Wa- 
ters and J. L. Champe, who had for a 
number of years operated the National 
Accident, writing health and accident in- 
surance on an assessment basis. They 
propose to amend the articles of incorpo- 
ration so as to permit the National As- 
surance to write these lines. 

The Woodmen Central, of which A. 
E. Faulkner is president and R. L. 
Spangler secretary, was organized by of- 
ficers of the Woodmen Accident a year 
ago to take over the business of the 
Cornbelt Life. With the addition of the 
business of the National Assurance the 
ee Central has $2,500,000 in 
orce. 





Seeks to Force Distribution 


An action has been started in the 
Buchanan county circuit court at St. 
Joseph, Mo., on the part of a policy- 
holder to compel American Union Life 
of St. Joseph to distribute to policy- 
holders certain deferred dividends. The 
policyholder is J. C. Hausman of Kansas 
City. He sets up that he has completed 
payments on a 10-pay life participating 
policy and that he is entitled to certain 
deferred dividends. 

The fund for dividends, which Haus- 
man alleges amounts to $357,750, the suit 
requests be removed from the jurisdic- 
tion of the company and turned over to 
a receiver to distribute to policyholders. 
According to the suit, the fund was 
diverted to other funds through “collu- 
sion with the state insurance depart- 
ment.” 


Dr. Herron is Promoted 


The Ohio State Life has appointed Dr. 
C. E. Herron associate medical director. 
Dr. Herron joined the Ohio State Life 
in 1983 and has been serving as assis- 
tant to Dr. C. E. Schilling, vice-president 
and medical director. 


Receivership Case Dismissed 

After four days trial, the case against 
the Oklahoma Benefit Life of Enid, 
Okla. was dismissed by the district 
court there, in which several policyhold- 
€ts sought to have a receiver appointed. 
The plaintiffs had further asked that they 
© provided with a list of policyholders 
and the removal of the present officers. 








New Company in Atlanta 


. A new life company, the Stirling Life, 
8 being organized in Atlanta and has 





applied for a charter. Lewis A. Irons, 
one of the organizers and until recently 
executive vice-president of the Southern 
Life of Atlanta, is promoting the new 


company. He was for several years 
deputy insurance commissioner of 
Georgia. It is understood that the Stir- 


ling will write industrial business. 


W. J. B. Hays with Prudential 


W. J. B. Hays has joined the group 
division of Prudential as home office 
representative with headquarters in Chi- 
cago. He was formerly cashier and pay- 
master for the Chicago “Daily News.” 








Johnson Assistant Secretary 


Raymond M. Johnson of the actuarial 
department of the Beneficial Life of 
Salt Lake City, with the company since 
1929, has been elected assistant secre- 
tary. 





The International Life Assurance So- 
ciety of Thomaston, Ga., has applied to 
the courts for a charter. 


ACCIDENT-HEALTH 
Group Accident and Health 


Commissioner McCormack of Tennes- 
see Calls Attention to the Action 
Taken at the New York Gathering 

















Commissioner McCormack of Tennes- 
see feels that some of the articles pub- 
lished as to the status of the group ac- 
cident and health committee report made 
at the recent meeting of the National 
Association of Insurance Commission- 
ers are somewhat misleading. Superin- 
tendent Bowen of Ohio, who is commit- 
tee chairman, reported a disagreement 
in his committee, although some parts 
had been agreed upon by a majority. 
The motion made at the general meet- 
ing was: “Because of the disagreement 
of the committee, the report is received 
and filed (but not approved). It is 
moved that the committee continue in 
force for further study and attempt to 
reach an agreement.” 


Disagreement on Two Features 


The two features that brought about 
a disagreement in the committee were 
the attempt on part of the subcommit- 
tee on the definition of group accident 
insurance to force the employer to pay 
a portion of the premium and also to re- 
quire at least 75 percent of the employes 
to participate in a group. Commis- 
sioner McCormack states that this 
would not receive the approval of the 
Tennessee department and he is confi- 
dent it would not be approved by many 
of the other commissioners. 

Superintendent Bowen, who is chair- 
man of the group health and accident 
committee, states that it is unlikely that 
there will be another hearing prior to 
the annual meeting in Quebec the week 
of June 13. The program now is to 
complete the standard provisions which 
were outlined in skeleton form at the 
recent New York meeting. 


Oslico Club Party 


Claris Adams, president Ohio State 
Life, delivered the address at a Christ- 
mas party and luncheon given by the 
Oslico Club, composed of home office 
employes. The new officers, headed by 





R. R. Montgomery, were introduced. 














YEARS OFFER THIS... . 


Age does not prove wise management, but the in- 
stitution which has weathered economic storms over a 
long period has gained something that age alone gives. 

Age does not prove successful organization, but 
the institution which, after a long period, can point to 
a substantial number of conspicuously loyal and de- 


voted field men, has something that age alone gives. 


Fidelity is just such an institution. It enters its 
sixtieth year proud that it qualifies on both counts — 
successful management and loyal personnel. Fidelity 
traditions and Fidelity practices attract and hold the 


type of men who can appraise their worth. 


in 


IDELITY MUTUAL LIFE 


INSURANCE COMPANY 
PHILADELPHIA 


WALTER LEMAR TALBOT, President 
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HE Prick IAG OF SUCCESS 


The price tag of success is high. It calls for work, 
vision, initiative and perseverance. To men with 
these qualities and a record of $100,000 of paid-for 
personal production last year, a residence in either 
Pennsylvania, Delaware, New Jersey, Rhode Island 
or Maryland and the feeling that there is no further 
opportunity for growth in their present connection— 
we have an offer and the chance of a lifetime. 

The Bankers National Life Insurance Company is 
giving men of this caliber opportunity to build suc- 
cessful general agencies and assures them that they 
will have every help and promotion to make that 
success a reality. 


If you are interested and feel that you can meet our 
qualifications, then write to William J. Sieger, Viee 
President and Superintendent of Agencies—today. 


BANKERS NATIONAL LIFE 
INSURANCE COMPANY 


MONTCLAIR, NEW JERSEY 
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Salesmen Must Like People 


Cincinnati Association Hears Some 
Valuable Pointers on Improving 
Agents’ Status 


CINCINNATI, O.—Selling is a game, 
with the same rules as any other game, 
L. H. Buisch, National Cash Register 
Company, Dayton, told the Cincinnati 
Life Underwriters Association. A sales- 
man must apply himself as intelligently 
as the members of other professions, for 
salesmanship is a profession. 

A company is no stronger than the 
men who represent it, he declared. To 
be successful, a salesman must take in- 
ventory of how he spends his time. 
Long preparation is required in other 
professions before a new man is consid- 
ered to have sufficient experience. Sales- 
men must learn to like people. The 
foundation of any business is its cus- 
tomers with salesmen acting as servants. 
He should be interested in his custom- 


ers, be courteous, know his product, 
have personality, appearance, tact, 
“horse sense,” honesty, loyalty, confi- 


dence, enthusiasm, and must produce a 
profitable sales volume. 


Must Know Value of Time 


“Time,” Mr. Buisch said, “is a gift 
from God which draws no _ interest.” 
The successful salesman must know the 
value of time, the success of persever- 
ance, pleasure of working, worth of 
character, and power of kindness. The 
influence of example, obligation of duty, 
wisdom of economy and the joy of orig- 
inating, he also listed. “We are part of 
everything we meet and are affected 
favorably or adversely by every incident 
of life. Better retail selling is the key 
to better business,” he stated. “The best 








For You— 


General Mutual’s new “Life 
Insurance Schedule and Estate 
Program” is a powerful help 
in selling. 

For Prospects 


This same form is a welcome 
foundation for a planned life 
insurance program. 


Better get the facts ... 


wile-THE GENERAL 
MUTUAL 


LIFE INSURANCE CO. 
VAN WERT, OHIO 
x \ PURMORT, President 





FOR AGES TO COME 





way to get more business is to deserve 
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Gilbertson New Head of 
North Dakota Association 


FARGO, N. D.—At the annual meet- 
ing of the North Dakota association 
H. J. Gilbertson of Fargo, manager 
Penn Mutual Life, was elected presi- 
dent; William Tronson, Northwestern 
National Life, Fargo, vice-president, and 
R. A. Trubey, Guardian Life of New 
York, secretary and treasurer. Vice- 
president Harold Cummings of the Min- 
nesota Mutual Life addressed the meet- 
ing, introduced by Jay Simpson, retiring 
president. Mr, Cummings gave practi- 
ca! suggestions for field men in working 
out programs for clients on an income 
basis over a period of 10, 15 and 20 
years. His plan is to put two additional 
envelopes in the valuable papers wallet, 
setting forth the amount of insurance 
needed to build up a minimum program 
and carry it through for the additional 
period of time. 


Conclude Caravan Sessions 


The “caravan” of the San Francisco 
Life Underwriters Association, which 
has addressed various local associations 
in northern California the past month, 
made its final appearance before the 
Central California association at Fresno. 
On the program were N. J. Nelson, Re- 
liance Life, president San Francisco 
association; A. K. Deutsch, Equitable 
Life, on “Programming and Optional 
Settlements”; J. L. Brader, Equitable of 
Iowa, “How I Plan My Work”; H. K. 
Cassidy, Pacific Mutual, “What Is 
Everyman's Problem of Life and Liv- 
ing”; S. L. Clark, Reliance Life, “What 
Is the Market for My Business?” and 
J. M. Mitchell, Fidelity Mutual, “How 
Can I Build Prestige?” 


Boston Slate Is Elected 


Wallace W. Watson, Connecticut Mu- 
tual, was elected president and the rest 
of the slate of officers, previously an- 
nounced, was elected at the annual meet- 
ing of the Boston Life Underwriters As- 
sociation. Manuel Camps, Jr., the re- 
tiring president, presided at the dinner. 
Membership amounts to about 950, he 
reported. The principal speaker was R. 
B. Hull, managing director National As- 
sociation of Life Underwriters. 


Hewitt on West Texas Tour 


. G. Hewitt, state agent for the 
Northwestern National Life, with head- 
quarters at Houston, spent a week ad- 
dressing local associations in west Texas. 
He spoke at San Angelo, Abilene, Big 
Springs, Lubbock, Amarillo and Wichita 
Falls on “Life Marches On.” 


Quebee City—J. A. Duchesne, Metro- 
politan Life, has been elected president; 
H. LaRoche, first vice-president; R. 
Gauvin, second vice-president; Marcel 
Savard, secretary-treasurer. Ernest Ger- 
main is the retiring president. 


Ia.— Russell S. Moore, as- 
Midland 


Davenport, 
sistant manager of agencies, 


Mutual, spoke on “The Proper Mental 
Attitude.” “The ultimate element of 
success is happiness,” said Mr. Moore, 


“and the proper mental attitude is es- 
sential to attaining it. 

“To have success, we must be positive, 
cooperative, optimistic, courageous, 
pleasant and industrious. We must cul- 
tivate good mental habits. In addition, 
we must have confidence in a supreme 
being, confidence in ourselves, in others, 
and in our business.” The next meeting 
is Jan. 15. 


Pittsburg, Kan.—The new president is 
John S. Kerns, Northwestern Mutual; ex- 
ecutive vice-president, Marvin S. Can- 


field, Equitable Life of Iowa; vice-presi- 
dent. and publicity chairman, Dio D. 
Daily, Jr., Massachusetts Mutual; secre- 


tary, Ellis M. Resler, Columbian National; 





Mutual Life of 


P. J. Akins, 
New York. Two board members elected 
were Terrill G. Honn, United Benefit Life, 


treasurer, 


and J. J. Brazil, Minnesota Mutual. The 
association voted to affiliate with the 
Kansas state association. The associa- 
tion voted to participate in the National 
message contest and life insurance week. 
T. G. Honn was appointed chairman of 
the committee for the essay contest. 
Joseph Eichhorn, Minnesota Mutual, was 





appointed membership chairman. 
Sioux Falls, S. D.—A. E. Jensen, dis- 
trict manager Penn Mutual Life, was 


elected president at the annual meeting. 
He succeeds Earl W. Lemonds, Equitable 
Life of Iowa. Other officers are: Ray- 
mont Oistad, vice-president, and A. H. 
Kemper, reelected secretary - treasurer. 
Martin Beckers, Grant Morstad, John 
Odland, Ben Stapleton and William Beck 
are directors. 


Toronto—Increasing difficulties of the 
life insurance agent to earn a fair in- 
come make it difficult to bring good men 
into the business, according to J. S. P. 
Armstrong in his presidential report. 

“If present trends continue, it would 
seem inevitable that not only will it be 
almost impossible to secure good new 
men, but good men now in the business 
will be attracted to other more remunera- 
tive fields. Our business has lost hun- 
dreds of excellent men who were a 
credit to the industry but who could not 
survive with the low income.” 


Fort Worth, Tex.—W. R. Hoefflin, west- 
ern agency supervisor Pacific Mutual, 
spoke on “Horsepower of Your Think- 
ing.” He declared good property is that 
which yields an income when earned in- 
comes fail—and life insurance does that. 
He told tne agents the power of directed 
thought brings success in life insurance 
as well as anywhere else. 


Savannah, Ga.—The association went 
on record as opposing a bill introduced 
in the Georgia legislature which would 
levy a 5 percent tax on gross premiums. 


Los Angeles—At the forum luncheon 
meeting, L. A. Artz, Knowlton Fernald 
and W. L. McKee discussed “Some Specific 
Plans and Objectives for Increasing My 
Income in 19388.” 


Youngstown, 0.—W. E. Baker, Cleve- 
land general agent for Penn Mutual Life, 
spoke on “Meeting Life’s Problems.” 


Utiea, N. Y.—A number of those hold- 
ing the C. L. U. designation addressed 
a sales congress attended by 100. The 
speakers included H. J. Shackelton, John 
Slimm, Leslie Stewart, Howard Wiley and 
Frank Wenner. 


Northern New Jersey—Dr. W. E. 
Thornton, second vice-president and 
medical director of the Lincoln National 
Life, who was announced as one of the 
principal speakers at the sales congress 
in Newark, will be unable to speak. 


Chattanooga, Tenn.— The _ sales-con- 
gress idea has been used since J. E. 
Gilbreath, Reliance Life, was’ elected 
president four months ago. Five brief 
talks on “Methods of Securing Repeat 
Orders from Old Policyholders” featured 
the December meeting. Speakers were 
W. E. Baker, New York Life; J. E. 
Smartt, Northwestern Mutual; E. O. 









Martin, Provident Life & Accident, and 
E. K. Wassman, Aetna Life. D. A. Park, 
New England Mutual, program chairman, 
reviewed the recent life insurance survey 
made by “Good Housekeeping.” 


New Orleans—Plans for the sales con- 
gress Jan. 14 were discussed. About 
1,200 are expected to attend. The Borden 
and Busse skit, “How to Make a Sales 
Presentation Stay Presented,” was given 
by Foster Vineyard, president of the 
Little Rock, Ark., association, assisted 
by F. E, LeLaurin, Aetna Life. 


Washington, Pa.—G. E. Smith, Equita- 
ble Life of Iowa, was elected president 
to succeed R. K. Patton; E. S. Clutter, 
assistant superintendent Prudential, 
vice-president, and Michael Cronin, man- 
ager Metropolitan, reelected secretary. 

Julius Blaha, Pittsburgh manager Met- 
ropolitan Life, spoke on “Simultaneous 
Prospecting and _ Selling.” He urged 
agents to get a complete record of a 
family when making calls, together with 
birth dates, occupations and amount of 
insurance carried. An intelligent survey 
of this type leads to proper program- 
ming. Mr. Blaha stated that although 
these fact-finding interviews may not pay 
immediate dividends, the agent will find 
large future returns. 


Butler, Pa.—Seventy-five attended a 
dinner and entertainment here. Presi- 
dent W. B. Ferguson introduced C. B. 
Metheny, Pittsburgh general agent Fi- 
delity Mutual Life, who outlined advan- 
tages of membership in the association. 
J. R. Sharp, local general agent Stand- 
ard Life, conducted community singing. 
Guests included R. A. Clark, Pittsburgh 
general agent Northwestern Mutual; 
D. H. McGee, field manager Reliance 
Life, Pittsburgh, and E. M. Aiken, ex- 
ecutive secretary Pittsburgh Life Under- 
writers Association. 


Tulsa, Okla.—Frank R. Fee, Equitable 
Life of Iowa, has been elected president; 
J. M. Andrews, Jr., Guardian Life, vice- 
president; W. E. Richardson, Bankers 
Life of Iowa, secretary-treasurer, and E. 
L. Allison, Phoenix Mutual, national com- 
mitteeman. Directors are H. D. Emmert, 
Northwestern Mutual; Roscoe Grimm, 
Metropolitan; Ross Dawson, Massachu- 
setts Mutual; H. A. Little, Minnesota 
Mutual; Victor Hale, Aetna, and Harry 
Hudson, Atlas Life. The retiring presi- 
dent, Paul A. Wallace, Equitable So- 
ciety, is an ex-officio director. 


Peoria, 111.—C. J. Zimmerman, general 
agent Connecticut Mutual in Chicago, 
and secretary of the National Association 
of Life Underwriters, was the guest 
speaker, giving an address on “Closing.” 
introduced by C. T. Wardwell, 
agent, Connecticut Mutual in 
Hugh Shaw, president, was in 
charge of the meeting. 





Cineinnati—R. C. O’Connor, Reliance 
Life, is chairman of arrangements for 
the second life leaders’ banquet Jan. 27. 
He is assisted by W. B. Ackerman, John 
Hancock, finance; Glenn Kennedy, Lin- 
coln National, qualifications; J. S. Drewry, 
Mutual Benefit, special guests; and Ray 
Hodges, Ohio National, entertainment. T. 
I. Parkinson, president of the E’quitable 
Society, New York, is guest speaker. 


Robert Bireley, cashier at Newark for 
the Lincoln National Life, is the father 
of a daughter, Ruth J. Bireley. 





MEN WHO SELL 








Designate the ROCKFORD LIFEMEN— Why? 


® Because they are making SALES virtually every 
day. They have a policy for every need (from one 
year renewal term to 10 year endowment) and an 
amount for every purse (from $100 to $100,000). 
Investigate why our field force is growing rapidly. 


Rockford Life Insurance Company 
Francis L. Brown, President 


Rockford, Illinois 
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~ FRATERNALS _ 


Orr Elected President of 
Gleaner Life at Convention 








H. P. Orr of Caro, Mich., and Detroit, 
who was appointed president of the 
Gleaner Life in 1936 following the death 
of R. L. Holloway, was given a vote of 
confidence and elected president for two- 
year term at the national convention in 
Kankakee, III. 

Mr. Orr was born in Caro Sept. 16, 
1882. This was the town where the so- 
ciety was organized. He was graduated 
in 1905 from the University of Michigan 
law department and practiced law in 
Caro until 1909, then was appointed ac- 
tuary Michigan insurance department 
and later deputy commissioner. He rep- 
resented the department at the insurance 
commissioners meeting in Burlington, 
Vt., in 1912 when the “New York con- 
ference bill” for fraternal legislation was 
approved. 

In 1915 he became manager of the Co- 
lumbian National Fire, Detroit, and after 
successful reorganization of that com- 
pany returned to Caro in law practice. 
He assisted in drafting the Michigan in- 
surance code. 

Mr. Orr became general attorney of 
the Gleaner Life in 1927. He is past 
president Fraternal Law Association, a 
former state senator of Michigan, for- 
mer member and vice-chairman of the 
state crime commission. 

He was president of the State Savings 
Bank at Caro until he became president 
of the Gleaner Life. He is chairman of 
the committee on insurance of the Mich- 
igan Bar Association. 


Tax Right Is Denied 


SANTA FE, N. M.—A district court 
decision here denied the state right to 
require payment of a 2 percent tax on 
premiums of 16 fraternal societies. Suits 
were started by Superintendent Biel 
against the Woodmen of the World, 
Royal Neighbors, Praetorians, Woman’s 
Benefit, Security Benefit, Woodmen Cir- 
cle and others. He contended they were 
subject to the tax, The case was heard 
by District Judge Hay, Silver City, who 
sustained the societies’ demurrer and in 
effect dismissed the  state’s actions. 
However, Biel said, application for ap- 
peal has been made and the state may 
carry the case to the supreme court. 


Tax on Parties Repealed 


The officers of the Illinois Fraternal 
Congress have informed members that 
the Chicago city council has repealed 
the ordinance that was passed last sum- 
mer providing for a license fee of $5 to 
be paid by every lodge in the city when- 
ever it furnishes refreshments to its 
members. In view of the fact that this 
would have made it prohibitive for most 
of the lodges to offer this kind of en- 











tertainment at their meetings, the execu- 
tive committee of the fraternal congress 
earlier this month appointed a subcom- 
mittee to operate with other organiza- 
tions to bring about a repeal of this or- 
dinance. They were successful. 


Aleshire Takes Hold Soon 


O. E. Aleshire, newly elected national 
president of the Modern Woodmen, will 
spend the Christmas holidays with Dr. 
and Mrs. O. G. Klein at Helena, Mont. 
Mrs. Aleshire preceded him to Helena, 
Mr. Aleshire remaining behind to clear 
up details of assuming his new duties. 
Mrs. Klein is their daughter. The 
Aleshires plan to move to Rock Island, 
Ill., head office of the Modern Wood- 
men, Jan. 7, temporarily stopping at a 
hotel but later moving into a home. Mr. 
Aleshire is the head of Parker, A.leshire 
& Co., general insurance office of Chi- 
cago. 





Action in Federal ‘Cuan 


OKLAHOMA CITY—The Aid Asso- 
ciation for Lutherans has filed a peti- 
tion in the federal court to order the 
Oklahoma fraternal board to issue it a 
license. Recently the fraternal board in 
a majority vote decided not to issue li- 
censes to companies following litigation 
growing out of an attempt by the state 
to collect premium tax. 





Brennan State Treasurer 


J. A. Kuypers, DePere, Wis., chief 
ranger Catholic Order of Foresters in 
Wisconsin, has appointed J. J. Brennan, 
Milwaukee, state treasurer to succeed 
Daniel Ryan, Milwaukee, who recently 
became state secretary succeeding the 
late Leo Fox of Chilton, Wis. 





Boireau’s Successful Year 


President F. H. Rhodes of the Berk- 
shire Life and Mrs. Rhodes and Dr. and 
Mrs. Frank Harnden from the home of- 
fice attended a dinner given by W. H. 
Boireau, general agent in Boston, on 
completion of a very successful year. 
The record shows an increase of 70 per- 
cent in premium increase. During the 
year six excellent agents were recruited. 
These results are the best in the agency 
in over 65 years. Mr. Boireau states that 
the business was obtained by thoroughly 
trained men and _ offering friendly 
service. 


Winners in Dern Contest 


J. L. Mueller, Fort Wayne, Ind., agent 
of the Lincoln National Life, has been 
announced winner of the Dern month 
trophy, awarded each year. It is made 
on the basis of total individual business 
written in October and paid for by Nov. 
22. O. F. Helvie of South Bend, Ind., 
was runner-up in the race. Both are 
members of the northern § Indiana 
agency. 





How to Win Friends and Influence 
People—by Dale Carnegie. $1.96. Order 
from The National Underwriter. 
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January, 1937, We Issued Three New Junior Policies:—Ordinary Life. 
Endowment at Age 65 and Educational Endowment at Age 18. 

We have A Complete Line of Adult Policies—American Experience 
Table of Mortality—3% Interest Basis. 

Maybe You Will Fit Into Our Organization As A Field Representative. 


Write to 


Equitable Reserve Association 
NORTON J. WILLIAMS, Vice President 


Neenah. Wisconsin 








VIEWED FROM New YorK 





Managers Nominate Eubank 





Osborne Bethea, Penn Mutual, and 
Sam P. Davis, Phoenix Mutual, Are 
Others on Slate 





Gerald A. Eubank, manager Pruden- 
tial. has been nominated for the presi- 
dency of the New York City Life Man- 





GERALD A. EUBANK 


agers Association, Harry Gardiner, John 
Hancock, nominating committee chair- 
man, has announced. Other nominees 
are Osborne Bethea, Penn Mutual, vice- 
president and Sam P. Davis, Phoenix 
Mutual, secretary-treasurer. 


By R. B. MITCHELL 








Committee nominations are as fol- 
lows: Membership: G. V. Austin, Aetna 
Life, chairman; E. C. Hoy, Sun Life of 
Canada; C. E. DeLong, ‘Mutual Benefit 
Life; C. N. Leyendecker, Guardian Life 
of New York; K. A. Luther, Aetna Life. 
Rebating: S. S. Wolfson, Berkshire Life, 
chairman: LeRoy Bowers, Mutual Life; 
A. G. Correll, New England; E. T. 
Wells, National of Vermont; L. C. 
Sprague, Provident Mutual. 

Twisting: W. G. Fitting, Equitable 
Society, chairman; H. M. Faser, Jr., 
Penn Mutual; H. Arthur Schmidt, New 
England; Elias Klein, Travelers; E. V. 
Homans, Equitable Society. Misleading 
comparisons: Julius Eisendrath, Guard- 
dian Life of New York, chairman; 
Frank Graf, Travelers: C. E. Bartlett, 
Metropolitan; C. O. Falkenhainer, Bank- 
ers of Iowa; L. H. Andrews, Phoenix 
Mutual. Proselyting of agents: H. L. 
Taylor, Mutual Life, chairman; P. B. 
Holmes, Connecticut General; H. E. 
Jacoby, Home Life of New York: R. H. 


Denny, State Mutual; R. E. Goewey, 
Continental American. 
The nominating committee also 


recommended consideration of the ap- 
pointment of Horace Wilson, Equitable 
Society, as chairman of the special law 
and_ legislation committee, also the 
names of Rudolph Recht, Northwestern 
Mutual, and P. S. Ranck, Union Cen- 
tral, as members of this committee. The 
annual meeting and election will be held 
at the Hotel Pennsylvania, Jan. 27, at 
12:30. 





JOINS RAYMOND ELLIS 


The Raymond C. Ellis agency of the 
Home Life with offices in the home 
office building at 256 Broadway, New 
York, has appointed S. I. Cundey as a 
supervisor. He has been in life insur- 
ance for seven years, going at once into 
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personal production on graduation from 
Lafayette University in 1930. 

Mr. Cundey has been managing edi- 
tor of “The Bulletin,” monthly publica- 
tion of the local life underwriters asso- 
ciation. 





N. Y¥. CITY NOVEMBER SALES 


Aggregate ordinary sales in New 
York City for all companies, as esti- 
mated by the Sales Research Bureau and 
released through the New York City 
Life Underwriters Association, amounted 
to $49,989,000 for’ November as against 
$53,982,000 for November 1936. 





+ 
EQUITABLE SOCIETY SONGFEST 
The singing of Christmas carols 
around a beautifully lighted tree in the 
home office arcade, for which the 





Equitable Society home office staft as- 
sembles each year on the day before 
Christmas, will be marked this vear by 
organ music played by F. P. Sloat of 
the actuarial department, an accom- 
plished organist. The instrument, which 
was made available through the courtesy 
of a Hammond organ compatty, is also 
played each day this week by Mr. Sloat. 
The singing of carols has become an 
Equitable tradition. The decorated tree, 
reaching almost to the highest point of 
the lofty arcade makes an impressive 
sight. 





W. W. KLINGMAN IN NEW YORK 


W. W. Klingman, Texas general 
manager Equitable Society, is back in 
New York for the holidays and is at 
the home office until after the first of 
the year. 








News ABOUT 


LIFE POLICIES 








New Policies, Premium Rates, Dividends, Surrender Values, and all Changes 


in Policy Literature, Rate Books, etc. 


Supplementing the “Unique Manual- 


Digest” and “Little Gem,” Published Annually in May and March respectively. 


PRICE, $5.00 and $2.50 respectively. 





Provident L. & A. New Form 


Optional Life Income Provides Flexi- 
ble Arrangement; Scale of Rates 
Illustrated 








The new optional life income policy 
of the Provident Life & Accident pro- 
vides guaranteed monthly income as 
long as the policyholder lives, but is 
flexible so he does not have to decide im- 
mediately what retirement age to elect. 

That is selected when the time ar- 
rives—50, 55, 60, 65, 70, or in between 
those ages. Monthly income payments 
are determined by the retirement age 
finally chosen. 

For illustration, at age 35 at issue 
(male), with face amount $10,000, re- 
tirement income and maturity values at 
various ages are: 


> c > 
3 Po = rT) Po = 
= Se ee SéE a 
$e ce ta fe «Ge ods 
= (.} per 
<< a5 a> Odd a5 caib 
50...$ 36.90 $ 6,710 61.. -$107. 50 $15,430 
51 41.30 7,360 62... 117.00 16,390 
52 46.00 8,040 63 126.90 17,390 
58 51.20 8,760 64 137.60 18,420 
54 56.80 5530 65 149.10 19,490 
55 62.70 10,290 66 161.10 20,600 
56 69.00 11,070 67 173.70 21,740 
57 75.60 11,880 68 187.10 22,930 
58 82.80 12,720 69 201.30 24,160 
59 13,590 70 215.90 25,430 


Should death occur, after retirement 
age, before monthly payments have been 
made for ten years, they will be con- 
tinued to dependents until full 120 
monthly payments have been made. This 
policy may be secured in units as low 
as $2,500 face amount. 

This plan is issued to both men and 
women at the same rates for similar 
ages.. Monthly income payments on 
female lives will be slightly smaller than 
in the case of male lives under this pre- 
mium arrrangement. 

No change in present cash values on 
any life plans has been made in the new 
rate manual. Typical premium rates on 
leading plans, showing annual premiums 
without disability, are: 








¢ Age ~ 

Plan 20 30 40 50 
Optional ....s< $22.89 $34.50 $60.03 ©.... 
Select Risk Ord. 

2 Pre 3.77 17.91 25.03 $38.05 
Select — 

Pay Life..... 21.76 26.65 33.38 45.03 
Term to poe 65 10.48 12.53 16.95 27.27 
End. at Age 65. 17.14 23.57 36.32 66.22 

(Cont. Pay.) 

End. at ‘Age 65. 25.19 31.29 40.85 

(20 Pay.) 4 

State Mutual Dividends 


The State Mutual announces that the 
dividend scale and interest rate operative 
in 1937 will be continued during 1938. 
The State Mutual dividend scale has not 
been changed since it was adopted in 
1934. Interest rates, identical with those 





it has used this year, will be payable at 
the rate of 3% percent on funds not sub- 
ject to withdrawal, and 3 percent on 
funds subject to the withdrawal privi- 
lege. 





Quinquennial Dividends Rise 





New York Life Announces Policy 
Form Changes, Revision of Options 
for Next Year 





Increase in quinquennial dividends and 
revision of policy forms is announced by 
the New York Life, with continuance 
of the regular dividend scale on the 
1937 basis for next year, This company 
recently announced that its new forms 
would contain a provision for 5 percent 
interest on policy loans in place of the 
6 percent heretofore charged. Interest 
rate on reinstatements also will be 5 per- 
cent instead of 6 percent. 

Guaranteed interest rates will be 2 
percent instead of 3 percent for divi- 
dends left on deposit and for policy pro- 
ceeds left with company under settle- 
ment option 1 (proceeds left at interest) 
and option 4 (proceeds left at interest 
until death of payee). The new policy 
also contains provision the company will 
pay over and above the 2 percent guar- 
anteed rate as directors may declare 
from year to year. 

Under option 1 proceeds may be left 
at interest for not more than five years 
and under option 5, calling for instal- 
ment payments of a fixed amount, at 
least 7 percent of the original amount 
must be withdrawn each year. 


Drop Loan Insurance 


The loan insurance provision provid- 
ing low cost term insurance to cover 
policy loans has been eliminated from 
new policies, as this privilege was rarely 
used. A new rate book is being pre- 
pared and new application blanks for 
use after Jan. 1 

Interest credited on dividends left on 
deposit will be 3 percent. There is a 
new extra dividend payable at the end 
of the 20th year. Interest credited on 
funds arising from policy proceeds if 
the policy is issued prior to Jan. 1, 1938, 
will be at guaranteed rates. 

On annual premium policies the quin- 
quennial dividends are: Ordinary life— 
10th year extra $5; 15th year, $10; 20th 
year, $15 (new), compared to $4 the 
10th year and $8 the 15th year, as here- 
tofore; 20 payment life—iG year extra, 
$5; 15th year, $8.75; 20th year, $13 
(new), compared to $4 for 10th year 
and $7 for 15th year heretofore; 20 year 
endowment—10th year $5, 15th year $5, 


compared to $4 extra for each of the 
two periods heretofore; 30 year endow- 
ment—10th year $5, 15th year $8.75; 20th 
year, $13 (new), compared to $4 for 10th 





year and $7 for 15th year as heretofore; 
endowment at 65—10th year $5 extra; 
15th year $10; 20th year $15 (new), at 
younger ages scaling down to $2.25 at 
age 44 and no extra at older ages; an- 
nuity endowment at 65 (male)—10th 
year $5; 15th year $10; 20th year $15 
(new), at younger ages scaling down to 
$2.25 at age 38 and nothing at older 
ages, 





Penn Mutual Life Revises 
Retirement Income Rates 





The Penn Mutual Life has revised its 
retirement income contract with changes 
in rates, dividends and values. The con- 
tract has slightly higher maturity values. 
Premiums are increased about 5 percent 
at younger ages and 8 percent at older 
with a corresponding increase in cash 
values. The rates per $1,000 insurance 
and $10 monthly income for males fol- 


low: 
—Maturing at Age 





Ag 55 60 65 
DD ows: ositwrersieee $ 26.80 $ 22.17 $ 18.99 
Bede ee ri'o aie:e ones ¢i%e 27.63 22.7 19.43 
| Se 28.51 23.40 19.90 
MB! ecs-avgieia tere ai6 wie 29.45 24.06 20.38 
BEE Gervivcpseusee iushere’s 30.41 24.75 20.88 
RE Seer 31.45 25.48 21.42 
Bes Setcie apersjealerers 32.55 26.25 21.98 
i sss tavereisini'sArolsi aye 33.71 27.05 22.55 
| Eee pee 34.96 27.92 23.18 
BD sha scacaretet oxxke one 36.27 28.82 23.83 
ID, io aaiansiins waves 37.67 29.77 24.52 
Be seston siesta ers 39.16 30.79 25.24 
IE. iahaxsrp iaienstoiavere's 40.75 31.87 26.00 
23 42.45 33.01 26.80 
34.22 27.65 
35.50 28.55 
36.88 29.51 
38.35 30.52 
39.92 31.59 
41.60 32.72 
43.41 33.94 
45.34 35.23 
47.41 36.61 
49.66 33.09 
52.09 39.66 
54.73 41.35 
57.61 43.17 
60.71 45.12 
64.15 47.25 
67.90 49.51 
72.04 51.99 
76.65 54.67 
81.76 57.61 
87.48 60.82 
93.94 64.33 
101.27 68.21 
109.63 72.50 
119.29 77.27 
130.59 82.62 
143.92 88.63 
159.89 95.43 
rece 103.18 
112.08 
122.47 
134.72 
149.36 








Washington National’s New 
Premium Rates Announced 





The Washington National revised its 
premium schedule, similar to many non- 
participating companies increasing rates 
at middle ages but reducing at older ages 
for life plans. A reduction was made 
also at younger ages. Endowments hav- 
ing high reserves show _ increases 
throughout. The new rates per $1,000 
at quinquennial ages for several forms 
are: 


Term 
Select Select Non-Ren. 
Risk End. Risk 20 and Conv. 

Whole at 20 Year 5 10 

Age Life 85 Pay. ae. ze: “Fe 

15 $12.20 $13.18 $19.45 $41.8 

20 13.48 14.70 21.33 42. of $ 7. 95 $ 8.08 
25 15.25 16.57 23.48 42.29 8.24 8.42 
30 17.63 19.01 26.03 42.69 8.65 8.93 
35 20.78 22.29 29.25 43.54 9.29 9.73 
40 24.99 26.67 33.31 45.11 11.00 11.84 
45 30.58 32.47 38.42 47.74 13.83 15.53 
50 38.01 40.16 44.95 51.91 18.45 21.54 
55 47.91 50.86 53.50 58.37 25.85 30.96 
60-61-20: 68:99 GE00 SBA8: 2066 cede 





Lincoln National Changes 


The Lincoln National states that some 
time ago its limits for single premium 
insurance or annuity was set at $25,000 
on any one life. It now announces that 
hereafter $25,000 is the maximum 
amount of single premium which will be 
accepted from any one person. If an ap- 
plicant purchases insurance or annuities 
on his life and on the lives of his wife 
or members of his family the sum of 
the single premium must not exceed 
$25,000. 

The company also announces that if 
premium remittance is tendered within 





15 days following expiration of the grace 
period, payment of interest will not be 
required. 





Double Protection Form 


The Continental Assurance has an- 
nounced it will issue a “double protec- 
tion” policy consisting of a combination 
of ordinary life and term to age 60, the 
premium remaining level throughout the 
life of the contract. If death occurs 
before age 60, each $1,000 of face 
amount will be paid at the rate of $2,000, 
Addition of the double indemnity clause 
would increase the proceeds to $3,000 
per unit. Rates at quinquennial ages 
are: Age 20, $22.84; 25, $24.90; 30, 
$27.48; 35, $30. 87; 40, $35.20; 45, $40.66: 
50, $47. 59; 55, $55.06. The Continental 
also now is writing 15 and 20 year con- 
vertible term. 





Revise Retirement Income 


The Girard Life revised its retirement 
income form, producing income per $100 
of annual premium as shown below. 
This income is for ten vears certain and 
life. The life annuity option is available, 
income under that option per $10 of 
income shown for the 10 year guaran- 
teed plan: Age 55, male, $10.50, female, 





$10.25; age 60, male, $10.79, female, 
$10.54; age 65, male, $11.27; female, 
$10.86. The income per $100 of annual 
premium is: 

Male ——Female—— 
Age 55 60 65 55 6 65 
15 $43.54 $60.31 $82.92 $40.36 $55.61 $76.29 
20 34.81 48.17 66.93 31.81 44.41 61.58 
25 26.53 37.95 53.48 24.59 34.99 49.20 
30 19.97 29.385 42.12 18.51 27.06 38.75 
35 14.46 22.10 32.57 13.40 20.38 29.96 
40 9.82 16.00 24.53 9.10 14.75 32.57 
45 5.91 10.86 17.76 5.48 10.01 16.34 
50 cs 6.54 12.05 eas 6.03 11.09 
55 ae 7.25 cece | OT 





Manufacturers Life Dividends 


Dividends per $1,000 of the Manufac- 
turers Life payable on the higher scale 
in 1938 are illustrated below: 








Whole Life 

Age Dividends End Year. 

i 15 20 
BaD seis aac $1.04 $1.33 $1.72 $2.20 $2.74 
. eee 1.52 1.95 2.56 3.21 3.90 
ere 2.01 2.63 3.45 4.28 5.09 

20 Payment Life 
Da Reverses 1.09 1.59 2.33 3.21 4.25 
Me eo or secs 1.57 2.24 3.20 4.30 5.58 
ED: s-areieo isc 2.06 2.91 4.08 5.39 6.92 

20 Year Endowment 

MO! orein“ecskers 1.25 2.35 3.98 5.96 8.36 
ee Sales 1.67 2.79 4.42 6.38 8.78 
MO scones 2.12 3.25 4.86 6.7 9.21 





South Dakota Ruling Made 


PIERRE, S. D.—The state legal de- 
partment holds that a mutual legal re- 
serve company in South Dakota is, by 
the state law, debarred becoming a mem- 
ber of the Federal Home Loan Bank 
under the provisions of Chapter 109 of 
the Session Laws of 1933. That act, 
which was intended to grant insurance 
companies under the laws of this state 
the right to become members of that or- 
ganization provided: “That such autior- 
ity, and power, in order to be exercised, 
must be first adopted by a majority vote 
of the stock outstanding, at a general 
stockholders’ meeting, or at a special 
meeting called for that purpose.’ 

The legal department holds that it is 
obviously impossible for a mutual legal 
reserve company owned by policyholders 
to authorize such membership; that the 
legislature evidently did not consider 
such a s'tuation when it enacted the 
law oc ‘53, and unless the law is 
amen » meet this situation, mutual 
legal reserve companies are barred from 
the privilege of becoming members of 
Federal Home Loan Bank. 





Volunteer State Celebration 


A’ dinner and Christmas party was 
given in Chattanooga by the Volunteer 
Social Club of the Volunteer State Life. 
Retiring officers of the club are Miss 


Ruth Tipton, -president; Mrs. W. 
Dickie, secretary, and Miss Mildred 
Alexander, treasurer. Dr. J. B. Steele, 


medical director, was toastmaster. More 


than 75 were present. 
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SALES IDEAS AND SUGGESTIONS 











Program Average Prospect 
at Three Stages of Life 








Practical programming mustnds for 
he average agent to use on the average 
cement were presented before the Phil- 
adelphia Association of Life Underwrit- 
ers educational session. j 

Six outstanding Philadelphia produc- 
ers took an average prospect through 
three stages of his life and, from their 
own personal experience, © presented 
plans and arguments. The six speakers 
were seated around a table and alter- 
nated in discussing the various phases 
of the prospect’s insurance needs. They 
were: J. T. Frame, Jr., Home Life; T. 
B. Glading, Penn Mutual; Barton Mac- 
key, National Life of Vermont; M. E. 
Kohn, Equitable Society; L. S. Lame, 
Connecticut Mutual, and W. F. Scar- 
borough, New England Mutual. ; 

Paul Banks, chairman educational 
committee, was chairman. C. H. Voor- 
hees, Connecticut General, was “inter- 
preter.” 


Needs of Hypothetical Prospect 
Are Considered 


The hypothetical prospect was a 
young man of 25, with a wife 24 and a 
son 1 year old. He was employed as a 
salesman at $2,500 a year and had $2,000 
group, which his firm paid for, and 
$3,000 ordinary life. 

Mr. Scarborough discussed the ap- 
proach. The prospect had been recom- 
mended by a client as a comer. On his 
first call on the prospect Mr. Scarbor- 
ough would tell him that a man of his 
caliber would naturally be interested in 
a plan where programming his present 
life insurance would give him the maxi- 
mum benefits possible. 

It is essential, said Mr. Mackey, to 
provide sufficient funds as a clean-up. 
He would give the wife the privilege 
of drawing down not more than $1,000 
for that purpose with the remaining 
$4,000 paid as income at the rate of $100 
a month for the first 12 months; $75 a 
month for the next 12 months, and $50 
a month thereafter. 


Suggests Term Policy 
to Bolster His Income 


Mr. Glading stressed income. “Real- 
izing the expense he has just been 
through because of the baby, I would 
suggest $9,000 term insurance,” he said. 
“I would raise the income to $100 a 
month for the first five years and then 
$75 a month until the principal was used 
up.” In this way, he said, there would 
be a monthly income until the child was 
18 and virtually self-supporting. Term 
insurance in this case, Glading pointed 
out, increases the benefits 200 percent 
while adding only 100 percent to the 
cost. “Don’t take the child away from 
the wife in its early years. At the end 
of five years, the child will be going to 
school. The wife could then go to work. 
Perhaps she won’t earn very much but, 
added to the $75 a month, it will be 
sufficient for them to live fairly de- 
cently.” Mr. Glading suggested term 
because it is “the cheapest thing and he 
needs the greatest possible income. Be- 
sides, the man is young, we think he is 
a comer, and he will be able to buy 
more later. In addition, it keeps him 
insurable.” 


Give Wife Income 
Until Son Is Educated 


_ Mr. Frame pointed out that the most 
important need is to give the wife a 
livable income until the son is through 
high school; then a smaller one to the 
wife for life. “He expects to have more 
children and he will need more income 





as he goes on. We have to review his 
program at least once a year.” 

The situation 10 years later was then 
considered. The prospect is 35; his wife 
is 34; his son is 11, and he has two 
daughters, 9 and 7. He is now a dis- 
trict sales manager with a salary of 
$4,500 a year. He owns $5,000 group 
and $12,000 ordinary life, having con- 
verted the term. He is buying a home 
on which he has a $4,000 mortgage. 

Mr. Kohn approaches the prospect 
with a service of planning “the future 
for you and your family.” The prospect 
remarks that he had a program made up 
10 years ago. Mr. Kohn replies: “That 
is fine but don’t you think it should be 
reviewed?” He points out that the same 
hazards exist today that existed then— 
“the only change in the picture is the 
family’s requirements.” 


Doesn’t Retire Mortgage, 
Can’t Afford House 


_ Since Mr. Prospect says the minimum 
income needed by his wife is $150 a 
month until the children are self-sup- 


porting, Mr. Frame arranges the cash. 


settlement as before, $1,000 for clean-up, 
but he doesn’t retire the mortgage for 
the man says his wife couldn’t keep up 
the house if he died. He arranges an 
income of $150 a month for the wife 
for eight years; then $125 a month for 
two years, and then $100 a month for 
two years. 

After taking care of the wife and chil- 
dren up to this time, the proceeds are 
all exhausted and the wife has no in- 
come, so Mr. Lamb suggested a fund 
for the wife that will provide an income 
for at least 50 months. In the mean- 
time, the new policy will pay interest 
and increase the income. This will take 
about $10,000 more insurance. 

In making the close, Mr. Glading 
leaves an opening for a return call to 





make certain that no other agent steps 
in later to take the additional business. 
He compliments the man on the job he 
has done on planning for his family. 
Also on the fact that he has climbed in 
the world, and that he will climb still 
higher. He leaves a simplified audit, 
on one sheet of paper, if possible, that 
contains only the essentials—what he 
pays, when the policies pay, the features, 
the date issued, and the value at age 65. 

In the opening for a comeback, Mr. 
Glading suggests: (1) To bring the in- 
come for the wife from $50 to $100 a 
month as soon as possible; (2) educa- 
tion for the children, (3) and, as he is 
getting older, to think of his own retire- 
ment. If the prospect likes charts, 
graphs, etc., he makes one showing what 
his present program gives him and. what 
he would like to accomplish in the next 
five years. 


Situation Ten Years 
Later—Prospect Is 45 


Ten years later the prospect is 45. 
His wife is 44; the son 21 and the 
daughters are 19 and 17. He owns his 
home, a better one, on which he has a 
$5,000 mortgage. He is sales manager 
now at $7,500 a year. He has $10,000 
group and $22,000 ordinary life. He is 
programmed to provide $2,000 cash to 
his wife; $150 a month for 12% years 
and $50 a month thereafter for life with 
the privilege to withdraw up to $500 a 
year, but this feature is non-cumulative. 

“He’d naturally tell me about his pro- 
gram,” said Mr. Lamb in discussing the 
approach. “The first thing I would do 
would be to commend him.” Then Mr. 
Lamb would suggest, inasmuch as the 
children are nearly self-supporting, that 
his settlement program be reviewed and 
perhaps revised. Then he would ask 
about the will, how recently it was re- 
vised. “This always goes over well, a 
life insurance man asking about the will. 
He knows that we don’t draw up wills 
and that it is asked for his own benefit.” 

The position has been improved but 
some changes are needed,” said Mr. 
Mackey. He would leave the $2,000 
clean-up, but he would liquidate the 
$5,000 mortgage. The boy may be 
through college by that time. However, 








Sentimental Appeal Universal 





“The American people want life in- 
surance today worse than we underwrit- 
ers want to sell it to them,” J. M. Gantz, 
Cincinnati general agent Pacific Mutual, 
told the Qualified Life Underwriters of 
Detroit. “I insist on selling life insur- 
ance as the public want to buy it, not 
as somebody wants me to sell it to 
them,” he declared. “Our companies 
may want us to promote certain types of 
policies, but I believe in giving the buyer 
just what he wants. I also believe that it 
is up to us to merchandise life insurance. 
Some people object to the use of this 
term in referring to life insurance, but I 
insist that it should be merchandised just 
as the retailer merchandises his stock. 


Retailer Doesn’t Argue 


“When a man comes into a store and 
asks for a certain thing, the retailer does 
not try to dissuade him from his pre-de- 
termined course and sell him something 
else. Nor should we when we learn what 
our prospects want. If the prospect 
wants ordinary life, let’s sell it to him. 
Too many agents tell their prospects 
that the policy they desire is all right 
but here is something better. That’s not 
the way to go about it. 

“Some underwriters talk about the 
various types of life insurance buyers. 
They tell us to determine what type the 
prospect is, and then approach him ac- 
cordingly. There are only 620 types of 
human beings. All we are supposed to 
do is to find out just which one of these 





our prospect fits into and then turn loose 
the right ammunition on him. That’s a 
lot of hooey. 

“The thing for us to do is to deter- 
mine the common denominator that ap- 
plies to all types alike—and that is the 
sentimental appeal. When you sit down 
and analyse your sales you will find that 
most of them have been made on an ap- 
peal to the emotions or the sentiments 
rather than an appeal to logic or reason. 
Every man can.be made to realize the 
necessity for providing for his wife and 
family and for his own old age no mat- 
ter whether he is a softie or a tough guy. 

“Talk less about cash values, net cost, 
premiums and dividends; talk more 
about the wife leading her two small 
children into the quiet home after the 


| funeral of the husband and father. Most 


sales talks contain far too much statis- 
tics and not nearly enough sentiment. 


Less Painful Than Actuality 


“Backing up the hearse to the door in 
your sales talk is a lot less painful for 
the prospect than the actuality would be, 
believe me. Truth is stranger than fic- 
tien. No matter how strongly you paint 
the picture of the plight of those left be- 
hind to shoulder life’s burdens alone you 
can’t begin to approach the actual cir- 
cumstance, don’t forget that. After all, 
buying life insurance is not a matter of 
logic; it is a matter of decency. Remem- 
ber that if you back up the hearse you 
won't need the rate book!” 








GALES IDEA 


OF THE WEEK 








Use Percent of Face Value 
in Quoting Premiums 


Quoting premiums as a percentage of 
the face of the policy in order to give 
the prospect immediate information with- 
out thumbing through the rate book is 
advocated by the West Coast Life in its 
“Pioneer.” When selling to meet needs 
which means advocating some type of 
program and incidentally placing larger 
policies, the improvised rate sheet is in- 
adequate and it is impossible to give an 
immediate quotation. Even if it were 
possible, the abrupt quotation of a sub- 
stantial annual premium to carry out a 
special program may draw an unfavor- 
able reaction from the prospect. How- 
ever, if he is told that a certain program 
will cost less than 3.7 percent per annum 
of the life insurance estate he is creat- 
ing, for example, the advantages will 
grow materially in the prospect’s eyes. 
The percentage method of quoting saves 
much figuring, avoids searching for 
rates and proves a life saver when an 
unexpected demand for a rate is made. 


Positive Thinking Needed 


Agents were urged to take stock of 
facts, look them in the face and begin 
doing what they should do by Walter R. 
Hoefflin, agency supervisor Pacific Mu- 
tual Life, in discussing “What Is the 
Horsepower of Your Thinking?” before 
the San Antonio (Tex.) Association of 
Life Underwriters. Much thinking is 
needed to coordinate plans and work so 
as to avoid jumping from “crag to crag,” 
said Mr. Hoefflin. Positive thinking is 
needed by agents in order that they 
may go forward and accomplish the 
things they should. 











the most income is needed until the 
children are all through higher educa- 
tion, so Mr. Mackey recommends that 
$5,000 be left at $100 a month to take 
the youngest child through college. 
This would leave $15,000, which he 
would pay the wife on a life income 
basis—$189.38 a month until she is 48 
and then $75 a month for life. 

Mr. Kohn then would tell the man 
that his wife has been a good wife, the 
kind he desired and that she raised his 
children and made him a good home. 
Naturally, he wants her to continue liv- 
ing on the same standard of life. He 
suggests a life income of $150 a month, 
an increase of $15,000 in insurance. Up 
to this time, Mr. Kohn points out, “he 
has been thinking of financial security 
for his family. Now he should give a 
thought for his own welfare.” The addi- 
tional $15,000 should be on the retire- 
ment income plan. If anything happens 
to the prospect, his wife would receive 
$225 a month for five years and then 
$150 a month for life. If he lives to 65, 
he will receive $180 a month as long as 
they both live. When one dies, the sur- 
vivor will receive $120 a month for life. 

In discussing programming, Mr. 
Voorhees said: “Try to avoid criticizing. 
If you must, then do it tactfully. Sim- 
plicity pays. Know your stuff. Put a 
sincere service before the shekels. If 
you do, the money will take care of 
itself. Fit your program to your man. 
Talk to him, find out what is dearest to 
his heart. And don’t belittle that other 
life insurance man.” 


A man’s plans, if they do not account 
for the eventuality of death, contain a 
fatal flaw. The man can deal with death 
at a rate of 3, or 4 or 5 percent per 
year. His family—without life insur- 
ance—must deal with death at 100 per- 
cent.—Mass Motion. 











20 


THE NATIONAL UNDERWRITER 





December 24, 1937. 


—-. 














GENCY 


q 4" 


MANAGEMENT 





“Agents Are Customers” Gets 
Gantz $200,000 Average 





DETROIT—A life insurance general 
agency should be operated strictly as a 
business, contrary to the all-too-general 
methods in force in the life insurance 
field, Joseph M. Gantz, Cincinnati gen- 
eral agent Pacific Mutual, told the As- 
sociated Life General Agents & Mana- 
gers of Detroit at their Christmas party. 
Mr. Gantz spoke on “Running a Gen- 
eral Agency at a Profit.” He was intro- 
duced by E, W. Albachten, Pacific Mu- 
tual general agent in Detroit, who said 
Mr. Gantz has built his agency from 
$23,000 premium volume a year to 
$1,500,000. His 20-man agency averages 





over $200,000 volume per year with no 
one writing less than $100,000. 

“T consider that I am a merchant and 
that my agents are my customers,” said 
Mr. Gantz. “I treat my men like valued 
customers rather than like employes. It 
pays. I believe that it takes smart men 
to sell life insurance and I know that 
I canhot get the caliber of men I want 
in my agency without partly financing 
them until they get well started. I want 
them to feel that it is a privilege to be 
associated with my agency and I don’t 
contract with everyone who applies. The 
fact that I am willing to gamble some of 
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my own money on my judgment in se- 
lecting them enhances this thought. I 
believe that a few good men are much 
preferable to a larger number of poor 
men, so I will not keep a man in the 
agency who cannot produce at least 
$100,000 per year. 


Daily Sales Conference 


“IT am going to tell you something now 
that you probably will not believe; my 
men come into the office every morning 
at 8:30 for a sales conference. For 30 
minutes we rehearse for the day’s work 
and for the next 30 minutes I loaf with 
the men. I never touch my own work 
until 9:30. I have learned that my men 
will not do more than I do, that there 
is no use expecting them to. In fact, 
you are lucky if they do as much! 

“TI arrange parties for my agents just 
as often as I can find an excuse for them. 
I want my agents to be my friends as 
well as my co-workers. We never have 
the wives at these parties; wives are al- 
ways looking out for Number One. They 
don’t do anything to increase the strong 
team-work spirit that I try to engender 
in the agents. The morale of the agency 
is such that I lost no men during the 
reorganization of the company, though 
other general agents made attempts to 
secure some of them during those days. 
Such attempts always ended in the men 
coming into my office to tell me about 
it and to pledge their loyalty to me. 


Pays Attention to Ideas 


“T pay close attention to the ideas the 
men bring in to me, and if they are 
workable, we use them. When I get 
an idea myself I discuss it with one or 
more of the men and so handle it as to 
make it their idea. On the bulletin board 
in our office we use just two listings: 
‘Applications Today’ and ‘Applications 
Yesterday.’ Thus each man who brings 
in an app gets his name on the board 
twice, and he is not sensitive about it 
if the application is for a small policy. 
And furthermore, business is always 
good, even when we have a poor day 
in volume. 


Sell at a Profit 


“IT frequently remind the agents that 
their job is not to sell all the insurance 
in the city but to sell what they do sell 
at a profit. I go out with my men into 
the field just often enough to show 
them -that I am still a good salesman. 
I never think in terms of what a policy 
will bring me, but what it will bring the 
agent who sells it. Our office is de- 
signed to suit my customers—the agents 
—rather than to suit me or the policy- 
holders. I am always loyal to my men 
and nobody else counts. 

“My men can make 10 mistakes of 
the head every day and get away with 
them, but if they make a mistake of the 
heart they are through. A million-dollar 
producer in my agency lied to me once 
on a matter that was a mistake of the 
heart, and I fired him on the spot. My 
advice to you is to fire a man the mo- 
ment it occurs to you; don’t string along 
with him for months. Remember the 
saying about the rotten apple in the bar- 
rel. You may make an occasional mis- 
take that way, but you will be much 
better off for adopting such a policy in 
the long run. 


Insists on Steady Progress 


“T don’t hold it against an agent if he 
does not make a lot of money, but I do 
insist that he make steady progress if 
his earnings are not good. If he doesn’t 
show progress I don’t want him in the 
agency. Too many general agents suf- 
fer from deskitis—fear of seeing empty 
desks in their agency room. Again I say 
it is much better to have half the desks 
filled with good men than all of them 
filled with some of the men not so good. 

“I believe that integrity is still the 
first quality to consider in a prospective 
agent. I don’t want to hire a crook, and 
I have no desire to be a reformer. If a 
man’s parents can’t give him the proper 
character in twenty some odd years with 
more interest in him than I could have, 
I don’t want him. I know of no other 
business where employers will find it 











SUGGESTIONS 





ANAGEMEN': | 


By A. R. JAQUA 
Assistant Editor Diamond Life Bulletins — 


Down in Ohio they greatly admire 
the late John H. Patterson, founder of © 
the National Cash Register Company, — 
founder of protected territory for sales- 
men, founder of modern sales training, — 
the man who licked a depression—so far 
as his company was concerned—by hold- — 
ing 50 sales meetings in 50 towns in 51 
days. Said he: 

“It has always been stated that cash- 
register salesmen were born, not made. 
This is a big bubble. I find that cash- 
register salesmen are made.” ; 

It seems to be pretty generally agreed © 
that if following a certain recipe will 
produce a good cake, it is a good idea to 
follow that recipe until a better one is 
found. Parts of the recipe for a good © 
life insurance agent are: 

1. A standard technique and talk to 
get prospects; 

2. A standard approach to get you in; 

3. Standard presentations of several 
insurance needs; 

4, Standard answers to objections; 

5. Standard closing technique; 

6. Standard records. 

This is not the whole recipe and won't 
make a cake. But the ingredients are 
correct as far as they go. 

Application. In early 1937 a man was 
appointed general agent in a western 
state. One example will give the clue 
to his procedure in training salesmen; 
if the recipe calls for butter, he puts in 
butter, not oleomargarine. 

An associate, once a $275,000 man, 
had written $75,000 in the past eight 
months. From the records it appeared 
he was going round and round and 
needed new prospects. So he and the 
new general agent went into a huddle. 
They listed 50 key men whom the agent 
knew. They drilled on an endless chain 
prospecting talk—and when I say 
“drilled” I mean the agent learned it as 
John Barrymore knows Hamlet. 

Monday morning he went out. By 11 
o’clock he was back with 15 qualified 
names, one of them “hot.” “Boss, it 
works. I’m going right over and sell 
this baby.” 

Precisely, here was the test; was the 
general agent putting in “oleo”’ or but- 
ter! 

“No,” said he, “that prospect will 
keep. We'll get him all right, and even 
if we don’t there will be plenty of others. 
Go on and prospect.” 

All week the agent prospected. Six 
times he argued that he had another hot 
prospect; six times he was held back 
in line, until prospecting correctly, con- 
tinuously, effectively, became a_ habit. 
His 1937 production is an all-time high. 

If there are eight or 10 ingredients 
in the recipe, can we afford to spend a 
week on each and then spend all the 
following weeks motivating and check- 
ing to see the job is done? Who knows? 
But that’s the way good cakes are made. 











necessary to fire men for mistakes of 
the heart—disloyalty, lack of coopera- 
tion, etc—and then will hire other men 
just like them in their place! 

“Tf you want harmony and a strong 
group feeling in your agency, don’t give 
concessions to one man that you do not 
instantly make available to all. My men 
can take a day off, but not a half day. 
If they want a day off, O.K. But I 
don’t want them loafing on the job.” 





Brooks Heads Charlotte Managers 

W. L. Brooks has been elected presi- 
dent of the Life Managers Association 
of Charlotte, N. C. C. M. Hassell is 
vice-president and D. W. Read secretary. 











“Life Insurance and the Federal Tax 
Laws”—authoritative 44-page booklet 
50c. Order from National Underwriter. 
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